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HE ARRANGED A STEPPING STONE 
70 FREEDOM FROM WANT — 


No one can tell what post-war conditions this lad is heading 
Let us e into. But come what may—even if his dad should not be 
sight of tor here to support him—his education is provided for. He is 
are waiting sure of that stepping-stone to success. His father and the 
Great-West Life man made all necessary plans the year he 

was born. 


As shown in this example of the Company’s advertising, copy 
this year features the Great-West Life man. He is shown as 
one well qualified to provide the protection which assures 
both Freedom from Want and Freedom from Fear. 
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ACTUAL SIZE 81, x 11 — 56 PAGES 


A Book for Practical, Busy Men! 


This NEW book is in the very same style as ‘‘Partner- 
ships'’—brief and to the point, with no padding, only 
the essentials in simple, understandable terms. 


Comprehensive! 


To the best of our knowledge this is the most complete 
text available on Key Man Insurance, covering every 
phase of the subject from A to Z—important facts 
about the human asset in business, its importance in 
profit-making, the economic value of Key Men, how 
business can indemnify itself against financial loss by 
death of a Key Man, how Key Man Insurance is being 
sold, sample proposals and forms, how to answer 
objections, and answers to a few of the important tax 
questions. 





Another Best Seller: 


KEY MEN 


and LIFE INSURANCE 
In Up-To-Date Dehydrated Form 


THE SECOND BOOK IN A 
BUSINESS INSURANCE SERIES 


by H. P. GRAVENGAARD 
Associate Editor of The Diamond Life Bulletins 


Early Readers say: 
“It's exceedingly timely" . . . “It's thorough”... “‘It's 
easy to understand". . . “‘It's just what we need”... 
“It's a fine piece of work”... “‘It's the best I've ever 
read on Key Man Insurance." 


It’s Timely! 
Never before has there been such a pressing need for 
Key Men in business and industry. And never before 
has there been such an evident and frank appreciation 
of the Key Man's direct relationship to profit-making. 
That's why Key Man Insurance has such a strong appeal 
to successful business today! 


Its Uses! 
They're using it for individual study! They're using it for 
clinics! They're using it as a Company Course! They're 
using it as a reference book! They're using it as a 
soliciting document! 
And most important of all: The Students Carry Through! 
It's practical! 


YOU CAN’T AFFORD TO BE WITHOUT THIS AID TO GREATER SALES! ORDER YOUR COPY NOW! 


COMBINATION STUDY GUIDE AND QUIZ SHEET 
will be furnished free with each copy of the book. 
And a Folder containing the ‘“‘Answers"’ to all questions 
will be provided gratis to all Managers and Clinic 
Leaders. 


PRICES 
(Each) (Each) 
1 single copy..... $1.00 100 copies... 40.00 .40 
2 copies... $ 1.50 .75 200 copies... 74.00 .37 
5 copies... 3.00 .60 300 copies... 105.00 .35 
10 copies... 5.00 .50 500 copies... 160.00 .32 


25 copies... 11.25 .45 1000 copies... 300.00 .30 
50 copies... 21.00 .42 


Combination Offer—One of each of the first two 
books of this new series —‘'Partnerships and Life In- 
surance", “Key Men and Life Insurance." Only $1.50. 





THE DIAMOND LIFE BULLETINS 
420 East Fourth Street Cincinnati, Ohio 


Please send me 


copies of ‘“‘Key Men and Life Insurance’’ @. each. 








copies of ‘‘Partnerships and Life Insurance'’ @ each. 








Special Combination Offer—One of each—$1.50. 
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Pittsburgh Meeting 
Devoted Chiefly to 
Earnest Subjects 


National Life Under- 
writers Association 
in Serious Mood 


By LEVERING CARTWRIGHT 
PITTSBURGH—After skipping a 


year, the National Association of Life 
Underwriters is in the midst of what is 
undoubtedly the most earnest and busi- 
ness like convention it has ever held and 
the meeting is well at- 
Interest in the and 
subdued 


exceedingly 
tended election 


were and attention 
‘used on. the 
facing the business and the objective of 
getting the industry and the field opera- 
tions attuned to the post war era. 

The officers and trustees and certain 


politics 


was fo major problems 


other leaders are putting in a solid 10 
days on association business in the Wil- 
liam Penn Hotel, for after the close of 


the convention Friday the new board of 


trustees is scheduled to hold a session 
Saturday and Sunday so as to acceler- 
ate the program for the new year. 


Pittsburgh Hosts Busy 


The Pittsburgh hosts had arranged 
every detail so intelligently that the 
convention is moving along with excep- 
tional smoothness. The formal speak- 
ing program at the general convention 
sessions is of the highest order and the 
ns are running on schedule. 
national council was preparing 
to go into its session to elect officers. It 


SESS 


appeared fairly certain that Herbert A. 
Hedges, Equitable Life of Iowa, Kan- 
sas City. will be elevated to the presi- 
dency to succeed Grant Taggart, Cali- 
fornia-Western States Life, Cowley, 


Wyo.; that William H. 
Jefferson Standard Life, 
would move up to vice-president; that 
W. W. Hartshorn, Metropolitan Life, 
Hartford, would win out for secretary 
against Roy Ray Roberts, State Mutual 
Life, Los Angeles, and that these six 
would be elected as trustees: Clancy D. 
Connell, Provident Mutual, New York; 
Philip B. Hobbs, Equitable Society, 
Chicago; Ralph W. Hoyer, John Han- 
cock, Columbus; Ernest A. Crane, 
Northwestern Mutual, Indianapolis; 
Clarence W. Wyatt, John Hancock, 
Boston, and Steacy Webster, Provident 
Mutual, Pittsburgh. 

Tom B. Reed, Great Southern Life, 
Oklahoma City, announced on Monday 
his withdrawal as a candidate for reclec- 
tion as trustee. 


Million Dollar Round Table 


The Million Dollar Round Table, 
with the largest membership in its his- 
tory, had the best attended meeting in 
its history. A. J. Ostheimer, North- 
Mutual, Philadelphia, was 
elected as the new chairman, succeed- 
ing Ron Stever, Equitable Society, Los 
\ngeles. The executive committee was 
enlarged to comprise five members. 
John E. Clayton, Massachusetts Mu- 
tual, Newark, is vice-chairman, and the 
other members are Mr. Stevers; Harold 
S. Parsons, Travelers, Los Angeles, and 


Andrews, Jr., 
Greensboro, 


western 


Lou H Sehr, Equitable Society, Chi- 
cago. 
The round table voted on a number 


of changes in constitution and by-laws. 
Its capital subject was pension trusts 
and Denis B. Maduro, New York City 
attorney, 


held the members closely at 








Sees Dual Control 
of Insurance 


Attorney Believes 
Paul vs. Virginia 
Will Be Reversed 


The United States 
probably will decide 
of insurance is subject to regulation 
under both the Sherman anti-trust act 
and the National Labor Relations act, 
Ambrose B. Kelly, general manager of 
American Mutual Reinsurance, said in 
a talk before the insurance committee 
of the Chicago Bar Association. Mr. 
Kelly based his belief on a study of re- 
cent decisions of the court which have 
given the government very broad juris- 
diction to regulate all types of business 
which directly or indirectly affect com- 
merce or trade. 

He said that if the Supreme Court 
does reverse Paul vs. Virginia in the 
two cases before it, that of the South- 
eastern Underwriters Association 
charged with violation of the anti-trust 
act, and that of the Polish National 
Alliance charged with violation of the 
National Labor Relations act, then a 
system of dual state and federal super- 
vision of insurance would likely result. 
He warned that if confusion and chaos 
are to be avoided the best talent of the 
entire insurance business working with 
the sympathetic cooperation of both 
state and federal authorities will be 
needed to work out the details of such 
supervision and incorporate them in 
legislation. 


Supreme Court 
that the business 


Should Consider Consequences 


It would be well, he said, to con- 
sider the consequences of a holding that 
insurance companies are subject to 
federal statutes based on the commerce 
clause. To hold them subject to the 
anti-trust act almost certainly dooms 
the present machinery for making and 
regulating fire and casualty rates. 
period ot free competition, if allowed 
to continue very long, might have se- 
rious consequences to small or weak 
companies, since it will probably result 
in rates below cost, he asserted. The 
public is likely to suffer through prac- 


two lengthy sessions as he expounded 
the complications in the field. 

decision is not being made at this 
time as to the 1944 convention city. The 
trustees Saturday will, however, select 
the place for the mid-year meeting. Buf- 
falo seems to be the likely choice. Ok- 
lahoma City and Roanoke also want it. 


Social Security Issue 

The national council meeting Tues- 
day was exceptionally well attended. 
The topic that elicited the most spirited 
discussion was social security. The big 
question was whether the N.A.L.U. shall 
aggressiv ely oppose the Wagner bill for 
extension of social security benefits. 
None favored supporting the measure, 
but quite an element, particularly from 
the south, feared that by fighting the 
Wagner bill, the agents might jeopar- 
dize their chance of being brought un- 
der the old age and survivors section of 
the law. Finally a straddling resolu- 
tion was adopted. 

As usual there are a multiplicity of 
meetings around the circumference of 
the convention, including the general 
agents and managers section, Women’s 
Quarter Million Dollar Round Table 
and women underwriters in general, 
supervisors, war bond conference, in- 
dividual company meetings (23 company 
dinners being held Wednesday evening), 
joint committee on agents compensa- 
tion, American Society, CLU, American 
College, past presidents and the various 
committees. 


Aug. Production 
Increases 21.8% 


Raises Eight Months 
Gain to 3.6°/; Ordinary 
Up for First Time This Year 


Life insurance production for August 
Was 21.8% ahead of August, 1942, and 
paid business for the first eight months 
was 3.6% ahead, according to the Life 
Presidents Association. Ordinary  in- 
surance for the first time this year 
shows a gain on a year-to-date basis, 
being ahead 3.3% for the first eight 
months. August business was $651,- 
543,000 against $535.016,000, increase 
21.8%. Ordinary was $456, 790, 000 against 
$339,472,000, increase 34.6% Industrial 
was $105,585,000 against $112,240,000, 
decrease 5.9%, and group was $89,168,- 
000 against $83,304,000, increase 7%. 

For the first eight months the total 
was $5,531,393,000 against $5,340,923,000, 


increase 3. 6%. Ordinary was $3,628,- 
328,000 against $3,513,018,000, increase 
3.3%: industrial $944,122,000 against 


$1,022,467,000, decrease 7.7%, and group 
$958,943,000 against $805,438,000, in- 
crease 19.1%. ‘ 

In August, 1941, total insurance was 
$5,103,910,000, divided, ordinary $445,- 
336,000; industrial $131,329,000. and 
group $71,688.000. 


tices on the part of adjusters aimed at 
reducing loss cost. The only alternative, 
he said, will be a federal statute setting 
up machinery for controlling and 
approving rates. Such a statute, when 
brought before Congress for considera- 


tion, may well be elaborated into a com- 
plete federal insurance code, including 
provisions requiring a federal license, 


control of investments, determination of 


policy forms and the establishment of 
underwriting powers. If such a code 
is to be enacted, he stated, it seems 


ebvious that it should be drawn by men 
thoroughly familiar with the present 
problems of the insurance business and 
that its formulation, with the need for 
reconciling many different view points, 
will be a tremendous task requiring 
many months. 


State Control Seems Assured 


He suggested that the general prin- 
ciple of state regulation of insurance 
transactions is not in danger; hence, the 
likelihood of dual state and federal con- 
trol. He cited Hoopeston Canning Co. 
vs. Cullen, the Warner reciprocal case, 
in which the Supreme Court held that 
“there is no more reason to bar the 
state from authority over the insurance 
of property within it than to exclude it 
from control of all other property in- 
terests. 


Persons to Mutual Life H. O. 


Henry W. Persons of the Los. An- 
geles branch office of Mutual Life of 
New York, has been called to the home 


office as assistant training director. 
Fellow agents gave him a luncheon. 





Special Dailies Report 
National Parley 


A full account of the annual 
meeting of the National Associa- 
tion of Life Underwriters in 
Pittsburgh this week is being car- 
ried in three special daily issues 
which are being printed in Pitts- 
burgh. The first daily was mailed 
Wednesday. Complete reports on 
all important talks are included 
as well as accounts of discus- 
sions. 





Life Companies 


Add Their Weight 


to War Loan Drive 


Purchase of Those in 
New York City Area 
May Run 1!/, Billion 


Life companies throughout the coun- 
try are participating heavily in the third 
war loan drive, did in the 
reports 
early 


as they 
two, partial 
the country in the 
drive indicate. 
Early 


pre- 
ceding from over 


days of the 


subscriptions by a number of 


life companies in the New York metro- 
politan area indicate it is likely another 
1% billion dollars worth of bonds will 
be added to the $1,961,000,000 already 
purchased by these companies in the 
first and second bond campaigns. 

A number of companies are taking 
advantage of the period permitted life 
companies by the Treasury to accumu- 
late funds up to Nov. 1, and for that rea- 
son some companies have not as yet an- 
nounced their participation. Subscrip- 
tions for some of the companies follows, 
the first figure representing the third 
war loan, the second the second drive 
and the third the first drive: Metropoli- 
tan $425,000, $300,000,000, $225,000,000: 
New York Life, $250,000,000, $140,000,- 
000, $200,000,000; Prudential, $125,000,-. 
000, $400,000,000, $175,000,000; Equita- 
ble Society, $225,000,000, $150,000,000, 
$50,000,000; Mutual Benefit, $35,000,- 





000, $40,000,00, $35,000,000: Home Life. 
$11,000,000, $11,000,000, $6,000,000; 
Guardian, Life, $10,000,000, $9,700,000, 
$6,100,000; Manhattan Life $2,350,000, 
$2,400,000, $1,400,000; U. S. Life $800,- 
000, $750,000, $500,000; Bankers Na- 
tional, $750,000, $750,000, $500,000. 


Agents Drive Hard 


A total of 3328 war bonds for $632,632 
Was sold by 935 agents and employes of 
New York Life in New York City dur- 
ing the third war loan drive up to noon 
Sept. 14. 

Metropolitan assets invested in 
ernment bonds with current subscrip- 
tion are $2,117,845,000 in addition to 
which it has $165,000,000 in Canadian 
government bonds. The entire person- 
nel of the company throughout the 
country are enlisted as “bondadiers” for 
the drive. 

Prudential government bond pur- 
chases for the year to date are $650,000,- 
000. 

Mutual Life tap and first and second 


gov- 


war bond subscriptions total $349,500,- 
000. 
In a bond rally at Fidelity Mutual 


head office, 77% of the company’s em- 
ployes subscribed an additional $17,625, 
a figure in excess of $66 in face value of 
bonds per person. E. A. Roberts, presi- 
dent, chairman of the drive for Pennsyl- 
vania, announced an $8,000,000 subscrip- 


tion by the company. Greer Garson, 
film actress, was a guest. 
Kansas City Life purchased $5,000,- 


000 of war bonds in the third campaign. 

Western & Southern Life, according 
to an announcement by President C. F. 
Williams, is subscribing $25,000,000 in 
the third war loan. Mr. Williams added 
that this subscription might be in- 
creased before the end of the current 
drive. 

R. V. Hatcher, executive 
dent Atlantic Life, gave an 
$3,000,000 of war bonds. 

(CONTINUED ON PAGE 20} 
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Program of American Life 
Convention Is Presented 


The program for the annual meeting 
of the American Life Convention at the 
Edgewater Beach Hotel, Chicago, Oct. 
4-7, has been substantially completed. 
President W. C. Schuppel of Oregon 
Mutual Life points out that to a greater 
extent than usual the addresses at the 
sectional and general meetings deal with 
matters of interest to the membership 
as a whole. Life insurance is faced with 
many problems which will require the 
best thought and most careful considera- 
tion. One matter that will be taken up 
is the proposed amendment to the by- 
laws, the result of discussion and ac- 
tion in the executive session last year. 
aa program comunittee, composed of 

D. Cavanaugh, — Federal Life, 
<a W. T. Grant, president Busi- 
ness Men’s Assurance, and Laurence F. 


Lee, president, Peninsular Life, has 
done an exceptionally good piece of 
work. 


Will Consider Major Problems 


One of the extraordinary events of the 
convention this year will be the execu- 
tive session to be held Tuesday evening 
of the meeting week. The executive com- 
mittee officials and past presidents have 
been conferring to consider various 
phases of the organization, including the 
possible closer coordination with the 
Association of Life Insurance Presidents. 
There are a number of problems that 
have been disctissed at these meetings. 
One important feature will be the elec- 
tion of a suggessor to the late genezal 
manager, C. B. Robbins. Another point 
will be the proposed enlargement of the 
executive committee. Therefore, at the 

Tuesday evening meeting there will be 
a general presentation of recommenda- 
tions, proposals and discussion of them. 
On the following evening will be the 
general business meeting of the conven- 
tion. At that time any specific recom- 
mendations that have been decided on 
will be presented. 


First General Session 


The first general session of the con- 
vention will open at 2 p. m. Wednesday 
with Mr. Schuppel presiding. He will 
give the president’s address, and Paul 
F. Jones, insurance director of Illinois, 
the address of welcome. Ralph H. Kast- 
ner, associate counsel of the A.L.C. will 
report on convention activities in 1943. 

Memorial services for the late Col. 
Robbins will be presented by Francis 
V. Keesling, president West Coast Life; 
Franklin D’Olier, president Prudential, 
and C. A. Craig, director of National 
Life & Accident. 

“Some Observations on the Interna- 
tional Situation” will be presented 
Wednesday afternoon by Lewis W. 
Douglas, prresident of Mutual Life of 
New York and deputy administrator of 
the War Shipping Administration. 

At the second general session Thurs- 
day, representatives will bring fraternal 
greetings from the National Association 
of Insurance Commissioners, Associa- 
tion of Life Insurance Presidents, Cana- 
dian Life Insurance Officers Association, 
National Association of Life Underwrit- 
ers, Institute of Life Insurance, U. 
Chamber of Commerce, and National 
Fraternal Congress. F. E. Huston, sec- 
retary and actuary of the A.L.C. will 
review “Actuarial Developments of 
1943,” and J. Reuben Clark, Jr., first 
vice-president of Beneficial Life, Salt 
Lake City, will give an address. 

Gov. Bourke B. Hickenlooper of Iowa 
will speak at the distinguished guests 
luncheon Thursday. 

In the afternoon “Public Relations in 
Life Insurance” will be discussed by 
F. L. Conklin, president of Provident 
Life of North Dakota. Floyd S. Chal- 
mers, executive vice-president, Maclean 
Publishing Co., Toronto and Eric A. 


Johnston, president of the U. S. Chamber 
of Commerce, will give addresses. 


The Agency Section, of which H. G. 
Kenagy, superintendent of agencies of 


Mutual Benefit Life, is chairman will 
hold its session W ednesday morning. 
Following the chairman’s remarks, 


W. M. Anderson, assistant general man- 
ager of North American Life of Canada, 
and Herbert A. Hedges, general agent 
Equitable Life of Iowa at Kansas City 
and new president National Association 
of Life Underwriters, will discuss “How 
Should Agents Be Paid?” Joseph C. 
3ehan, vice-president Massachusetts Mu- 
tual Life, and Beatrice Jones, agency 
assistant of Guardian Life, will treat the 
subject, “Do Women Belong in Life In- 
surance?” 

Following a business session and elec- 
tion of officers, M. Albert Linton, presi- 
dent of Provident Mutual Life, will give 
his views of “Some Present and Future 
Field Problems,” and the subject will be 
discussed by Frazar B. Wilde, president 
Connecticut General Life, and W. T. 
Grant, president of Business Men’s As- 
surance. 





INDUSTRIAL SECTION 





Bascom Baynes, president of Home 


Security Life of North Carolina, will 
open the Industrial Section Tuesday 
morning. Olen E. Anderson, second 


vice-president John Hancock Mutual, 
will speak on There a Pattern of 
Success?” and Sydney F. Keeble, gen- 
eral counsel of Life & Casualty, on 
“Uniform Industrial Insurance Policy 
Bill,” following which there will be a 
luncheon for members. 

At the close of the morning session 
of the Industrial Section President Frank 
P. Samford of the Liberty National Life 
of Alabama will give a talk. At the 
round table discussion in the afternoon 
F. M. Nettleship, secretary of agencies 
Equitable Life of Washington, D. C., 
will discuss “What Kind of Business Are 
We Getting?” The next subject will be 
“Present Personnel Problems” led by 
B. L. DeWitt, secretary Peninsular Life 
of Florida. The third subject will 
be “What Has the War Done to Us?” 
led by J. D. Morse, president Home 
State Life of Oklahoma City. 





LEGAL SECTION 





The Legal Section under Chairman 
Joseph P. Lorentzen, general counsel 
Bankers Life of Iowa, opens Monday 
morning and will continue until Tuesday 
noon. Mr. Lorentzen will speak. Maur- 
ice E. Benson, assistant counsel of the 
A. L. C. will give a “Review of Current 
Decisions,” and R. D. Taylor, legal ad- 
viser Sun Life of Canada, will talk on 
“Life Insurance and the Peace Treaty.” 
There will be a luncheon for members, 
with a speaker to be announced later. 

In the afternoon William A. Vinson, 
general counsel Great Southern Life of 
Texas, will give a paper on “Precedents, 
Gentlemen, Precedents!” E. J. McAlen- 
ney, attorney Connecticut General Life, 
on “Pre-Existing Disease and Accidental 
Death Benefits,” and Ray B. Lucas, gen- 
eral counsel, Kansas City Life, on “Ex- 
pansion of Administrative Law as Re- 
lating to Life Insurance.” 


Boyle, Haldeman and Brunstrom 


“The Designation of Class Benefici- 
aries” is the subject which Ashby D. 
3oyle, attorney Beneficial Life, will treat 
Tuesday morning. Warner F. Halde- 
man, associate counsel Penn Mutual Life, 
will deal with “Pension Trusts—the Law 
and Regulations,” and Irving V. Brun- 
strom, assistant attorney of the Ameri- 
can Life Convention, “Review of Legisla- 
tion and Departmental Rulings.” This 
section will close with the election of 
chairman and secretary. 


The Financial Section, of which Ehney 
A. Camp, Jr., vice-president and treas- 
urer of Liberty National Life of Ala- 
bama, is chairman will get under way 
Monday noon with a luncheon for mem- 
bers and guests. Dr. O. B. Jesness, chief 
of the division of agricultural economics, 
department of agriculture, University of 
Minnesota, will discuss “War Problems 
of the Farmer.” 

Mr. Camp will give his chairman’s re- 
port, followed by L. Douglas Meredith, 
vice-president and treasurer of National 
Life of Vermont, speaking on ‘How the 
Mortgage Market Looks to Us”; F. W. 
Hubbell, president Equitable Life of 
Iowa, “Investment Indications,” and W. 
A. Patterson, president United Air 
Lines, Chicago, “Should Domestic Air- 
lines Engage in Trans-Ocean Flying?” 

Tuesday morning J. Willard Johnson, 
assistant treasurer Minnesota Mutual 
Life, will speak on “Revenue Bonds— 
Are They Here to Stay?” Wendell P. 
Coler, vice-president and actuary Ameri- 
can United Life, “An Actuary Looks at 
Investment,” and Dr. Marcus Nadler, 
professor of finance at New York Uni- 
versity and consultant economist of the 
Central Hanover Bank & Trust Co., 
will give an address. There will be a 
luncheon. The afternoon program in- 
cludes R. V. Fletcher, vice-president 
Association of American’ Railroads, 
Washington, D. C., speaking on “The 
Railroad Outlook,” and John C. Sulli- 
van, assistant secretary. 


Open Bids Oct. 15 
for Purchase of 
Ill. Bankers Life 


Bids for the purchase of the Illinois 
3ankers Life are to be opened in the 
court of Circuit Judge Miner in Chicago, 
Oct. 15. Judge Miner made that an- 
nouncement at the same time that he 
disclosed that some eastern people had 
formally offered $1,550,000 through At- 
torney Francis L. Daily of the Chicago 
law firm of Daily, Dines, White & Fied- 
ler. The identity of the prospective pur- 
chasers was not disclosed. Nominally the 
group is headed by Paul Buckley, 
who resides at Newtown, Conn. 

Judge Miner has a voice in the matter 
because it was before him that was tried 
the class suit in behalf of policyholders 
of the old Illinois Bankers Life Associa- 
ation, the assessment company, to re- 
cover from the estate of Hugh T. Mar- 
tin and others some $800,000, which it is 
alleged Martin extracted from the assets 
of the assessment company to capitalize 
the new Illinois Bankers Life with him- 
self in possession of 80% of the stock. 

Judge Miner has not given a decision 
in that case. The Martin estate, it is un- 
derstood, has agreed to sell its stock and 
turn two-thirds of the proceeds into 
court to be applied for the benefit of 
the complaining stockholders as_ the 
court shall direct. 

The Buckley group offered $1,550,000 
for 100% of the Illinois Bankers stock 
provided that the financial figures are 
as shown in the statement as of Dec. 31, 
1942. 

Alfred MacArthur, president of Cen- 
tral Life of Chicago, some time ago of- 
fered to buy the stock of Illinois Bank- 
ers. That offer was made in probate 
court in Cook county and has not been 
formally submitted to Judge Miner. Mr. 
MacArthur’s bid is virtually equivalent 
to that of the Buckley group. 

Other interests have looked into the 
proposition and other bids may be forth- 
coming. 

Insurance Director Jones of [Illinois 
has, of course, manifested interest in the 
situation and it is assumed that he will 
be consulted by Judge Miner in any de- 
cision that is made. 





NO RUBINSTEIN CONNECTION 
NEW YORK—Paul O. Buckley of 
New York City and Newtown, Conn., 


whose syndicate made the $1,500,000 of- 
fer for the Illinois Bankers Life stock, 


Visits Claim Group : 








Ww. T. GRANT 


President . the Business Men’s As- 
surance, W. Grant was president of 
the wort Claim Association in 
1918, during the last war. He stopped 
off at the annual meeting of his 
old association in Chicago this week, 
while en route to Washington for a 
meeting of the insurance directors of 
the United States Chamber of Com- 
merce, and was induced to speak briefly 
in recognition of his 25th anniversary 
as a war time association president. 


Commissioners May 
Hold Parleys in 
Chicago Oct. 4-7 


It is likely that some of the commit- 
tee chairmen of the National Associa- 
tion of Insurance Commissioners will 
call meetings of their groups in Chicago 
the week of Oct. 4. That is the week 
of the annual meeting of the American 
Life Convention and inasmuch as a 
number of commissioners always go to 
Chicago for that event some of the 
chairmen have concluded that it would 
be a convenient time to hold committee 
meetings. 

Harrington of Massachusetts, the new 
president of the N.A.I.C.,_ recently 
made his committee appointments and 
the setup has been radically revised. 
Some of the new chairmen are eager to 
have a meeting as early as possible with 
their members so as to determine what 
questions are to be faced and they 
would also like to have the opportunity 
of talking with the former chairmen of 
these committees so as to become ac- 
quainted with problems that have been 
under consideration. 








stated in response to a query from THE 
NATIONAL UNDERWRITER that there is no 
foundation for reports that have been 
current in Illinois to the effect that Serge 
Rubinstein, colorful international finan- 
cier, was the man behind the offer. Mr. 
Buckley said that there is no connection 
between his syndicate and Mr. Rubin- 
stein or his associates. 

The report evidently gained currency 
because of the fact that the Rubinstein 
interests would like to purchase several 
insurance companies and have been in- 
vestigating the possibility of acquiring 
the Illinois Bankers Life. 

At Mr. Rubinstein’s office in New 
York City it was stated that he was out 
of the city and that no information was 
available as to whether a bid would be 
submitted for the Illinois Bankers stock. 

NV. M. Corcoran of Wolfe, Corcoran & 
Linder, consultant actuaries, is currently 
making an examination of Illinois Bank- 
ers on behalf of the Buckley syndicate. 
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Claim Association 
Studies Problems of 
War, Elects DeWitt 


Handling of Service 
Claims Prime Topic at 
Busy Chicago Meeting 


NEW OFFICERS ELECTED 

President—J. D. DeWitt, Hartford. 
Travelers. 

Vice-president—K. CC. Berry, Chi- 
cago, Lumbermen’s Mutual Casualty. 

Secretary—L. L. Graham, Kansas 
City, Business Men’s Assurance. 

Treasurer—F. L. Templeman, Balti- 
more, Maryland Casualty. 

Chairman Executive Committee— 
F. M. Walters, Philadelphia, General 
Accident. 

New Executive Committee Mem- 
bers—W. E. Hein, Worcester, Mass., 
State Mutual Life; J. N. Cunningham, 
Toronto, Canada Life. 


The International Claim Association, 
with over 250 in attendance, held a 
serious, “working” 
convention at the 
Edgewater Beach 
Hotel in Chicago 
this week, the bulk 
of its time going to 
the many problems 
which the war has 


— 





raised for claim 
departments, par- 
ticularly the vital 
one of handling 
claims for mem- 
bers of the armed 
forces and _ their 


beneficiaries. Many W. E. Hein 
members noted that 

in both the open and closed sessions 
there was a lack of any desire to quib- 
ble on technical points and instead a 
serious determination to adopt uniform 
practices which will speed and simplify 
these procedures to the greatest pos- 
sible extent. 

J. Doyle DeWitt, who was recently 
made secretary of the companies in the 
Travelers group, was elected president 
at the close of the meeting, being 
raised from chairman of the executive 
committee. He has been a prominent, 
hard working member of the association 
and his election was unanimously hailed. 
He replaces W. E. Hein, claims super- 
visor State Mutual, who conducted the 
meeting in outstanding fashion. Two 
stalwarts of the association, L. L. 
Graham, vice-president Business Mens 
Assurance, and F. L. Templeman, ac- 
cident and health manager Maryland 
Casualty, were reelected secretary and 
treasurer as a matter of course. W. C. 
Butterfield, Detroit, secretary National 
Casualty, G. M. Day, Hartford, assist- 
ant secretary Connecticut General, and 
J. B. Northrop, New York, claim divi- 
sion manager Metropolitan, remain as 
holdover members of the executive com- 
mittee. 


Seminars Crowded 


Four seminars on specific problems, 
mostly war-born, were a feature of the 
meeting and many of these problems 
were further discussed at the final 
meeting. W. E. Trout, Philadelphia, 
Penn Mutual, was in charge of the 
Rroup discussing life insurance and 
double indemnity, J. H. Wainright, To- 
tonto, Canada Life, headed the seminar 
on disability, C. O. Pauley, Chicago, 
Great Northern Life, on accident and 
health and group and R. J. Wetterlund, 
Evanston, Ill, Washington National, on 
industrial insurance. 

Among the problems discussed at the 
nal session, many of which came up 


at two or more seminars, were whether 
the date of death of an assured reported 
missing by the armed services and later 
subject to an official finding of death 
should be the date of the casualty or 
the date of the finding, in the absence of 
other evidence; reappearance of an as- 
sured after a death claim has been paid 
on a finding of death; problems raised 
by powers of attorney given by assured 
or beneficiary in the service, particularly 
where it cannot be established that the 
person is alive, and various hypothetical 
and actual claims under war clauses. It 
was also noted that rehabilitation of 
claimants under disability contracts is 
much easier now than during depres- 
sion days. 


Representatives from Services 


The final session was also featured by 
the appearance of Commander A. C. 
Jacobs, head of the casualties and allot- 
ments section of the navy, who spoke 
on naval casualty problems, Col. G. F. 
Herbert, chief of the casualty branch of 
the army and H. L. McCoy, director of 
insurance Veteran’s Administration. Ma- 
jor General J. L. Benedict, head of the 
army dependency board, had also ex- 
pected to attend, but was detained at 
the last minute. 

The registration of 250 contrasted 
with about 225 last year, Mr. Graham 
reported, and there were 119 compa- 
nies represented, compared with 108 in 
1942. Membership is at an all-time 
high, with 191 member companies. So- 
cial functions were limited to a dinner 
and social hour Monday evening, while 
a buffet luncheon was served in the 
back of the meeting room Tuesday, to 
enable the group to devote more time 
to business. 

President’s Report 

In his presidential report at the open- 
ing session, Mr. Hein pointed out that 
the constructiveness of insurance, pro- 
tecting persons from the shock of acci- 
dent, illness and premature death, 

(CONTINUED ON PAGE 20) 


Great-West Group 
Hospital Plan for 
Agents, Employes 


A group hospital and surgical benefit 
plan has been made available to full- 
time agents and employes of Great- 
West Life. The plan, effective Sept. 1, 
is on a contributory basis with the com- 
pany assuming a large portion of the 
cost. 

Benefits are extended to full-time 
agents on the basis of a very moderate 
production requirement. In addition, 
under the plan dependent wives and 
children are eligible to receive benefits 
similar to those paid agents and em- 
ployes. No medical examination is re- 
quired if the plan is applied for within 
31 days after the agent or employe be- 
comes eligible. Participation is volun- 
tary, though popularity of the plan was 
evidenced by its immediate general ac- 
ceptance. 

All insured are eligible for maximum 
surgical and daily hospital benefits, and 
agents will receive a weekly indemnity 
for loss of time up to 13 weeks. The 
company has long had in effect a group 
life insurance plan and pension pro- 
visions. 





Rainey Promoted in Cal. 
LOS ANGELES—J. Tom Rainey has 


been named regional group manager by 
the Bankers Life of Iowa for southern 


California. He has been associated with 
the Los Angeles office the past six 
years. 





Pan-American Names Seale 


S. W. Seale, former superintendent of 
the Harlandale schools, San Antonio, 
has been appointed agency manager 
there for the Pan-American Life and 
will act as assistant to E. W. Wade, 
field supervisor. 








and injuring over 100 others. 


stored for emergency uses. 


is needed there. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





EMERGENCY 


On Labor Day, in the early evening, there occurred in Phil- 
adelphia one of the most tragic railroad accidents in the his- 
tory of this country, the disaster taking the lives of 79 people 


The Red Cross organization at once went into action and 
quickly had 300 workers aiding in the rescue work, and the 
Red Cross released 82 pints of blood plasma which had been 


By midnight there had come to Red Cross headquarters so 
many calls from persons offering to give blood to the victims 
that it was decided to open the blood donor center. Between 
1 A. M. and 6 P. M. 400 persons each gave a pint of blood. 
Among these were numerous service men. 


The incident demonstrates the public willingness to help out 
when an emergency is brought strongly to attention. 


There is another emergency requiring blood donations. 
is an emergency taking place every hour of every day 
wherever American armed forces are fighting. Blood plasma 
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Equitable Society 
Gains Despite Loss 
of Big Producers 


Remaining Agents More 
Than Make Up for Cut 
Due to War 


NEW YORK—In spite of having lost 
many of its best producers to the armed 
forces, Equitable Society is ahead in 
paid production for the year while 
August paid-for exceeded the same 
month of 1942 by more than 50%. In 
this connection, Vice-president W. J. 
Graham pointed out that while the com- 
pany has lost about 500 men because 
of the war the productive capacity which 
they represented was even greater than 
the percentage of the agency force which 
they represented. In other words, those 
who have gone into the service are, as 
a group, the better-than-average pro- 
ducers. This makes the production rec- 
ord of those who have remained even 
more remarkable. 


Comment by Mr. Graham 


Mr. Graham expressed gratification at 
the probability that for the business 
generally August figures would show a 
substantial gain not only for the month 
but for the year to date. Though every- 
one in the insurance business has real- 
ized that the year-to-date percentage 
decreases were due to the carryover of 
paid-for business from the war clause 
flood of business which distorted any 
comparison with the early months of 
1942, yet it was something which the 
general public did not understand. While 
it could, of course, be explained, the 
situation is now such that explanations 
are no longer needed. 

Asked where the increase in business 
is coming from, Mr. Graham said that 
the biggest part of it appeared to be 
from those who were indirectly bene- 
fiting by the payrolls of war workers, 
that is doctors, lawyers, merchants and 
others with whom the wartime employes 
spend their money. It is still difficult 
to reach the war worker himself. As 
far as the agents are concerned, it ap- 
pears that all types of producers are do- 
ing better. 


War Cuts Into Production 


As an example of how the war has 
cut into the productive capacity of 
agency forces, Mr. Graham mentioned 
the former Taft Woody unit of the W. 
V. Woody agency of Equitable in Chi- 
cago. During 1942 that unit lost three 
agents, J. Smith Ferebee, R. E. “Dick” 
Hanley, and E. C. Wentcher, who were 
half-million dollar producers and in the 
aggregate accounted for close to $2,000,- 
000 a year. The company has lost many 
production club members, including quite 
a few $500,000 and million dollar agents. 
While it is true that there has been 
some recruiting most of the increases 
have been due to the superior produc- 
tion of the existing agents. 

Mr. Graham feels that most of the 
better producers will want to come back 
to life insurance selling and that field 
work is sufficiently full of challenge and 
opportunity to call forth their best ef- 
forts in spite of the more adventurous 
life that many of them will be coming 
from. It is also likely that many suc- 
cessful producers will bring back former 
comrades in arms who will make good 
agents. 





Harry E. Pirrung of Montgomery, W. 
Va., a representative of the Mutual Life 
of New York, has been appointed chair- 
man of the Montgomery Third War 
Loan Committee. 
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Medical Expense 
Groups May Merge 


Conferences Are Being 
Held in New York City 
Looking Toward Unity 


NEW YORK—Conferences are be- 
ing held looking toward the merger of 
the three medical expense insurance 
groups here, Community Medical Care, 
which is affiliated with the Associated 
Hospital Service, Medical Expense 
Fund, and Group Health Cooperative. 

Advancement of the medical expense 
insurance idea has been hampered by 
the diversity of viewpoints represented 
by the three groups and it is believed 
that by combining the best features of 
each there would be a chance of this 
type of insurance progressing the way 
that the non-profit hospital association 
plans have done, although the inher- 
ently higher cost of medical care plans 
is necessarily an obstacle. 


Each Plan Has Merits 


Each plan has its particular advan- 
tages. Community Medical Care has 
its tie-up with the enormously success- 
ful Associated Hospital Service. Med- 
cal Expense Fund enjoys the closest 
degree of cooperation with the organ- 
ized medical profession of any of the 
three plans and has recently taken on 
some large sized cases with employers 
paying the premiums. Group Health 
Cooperative has some_ Rockefeller 
money behind it and has the backing 
of the left-wing group of the medical 
profession. 

Group Health Cooperative — started 
out with a very comprehensive plan 
which included much preventive work 
and periodic medical checkups but this 
proved so expensive that it had to be 
dropped so that at present Medical Ex- 
pense Fund offers the most comprehen- 
sive plan and though linked with the 
more conservative element of the med- 
ical profession is more socially minded 
in that its rates are based on ability to 
pay as compared with Group Health Co- 
operative’s flat rate. Community Med- 
ical Care writes only a surgical benefit 
at present. 

The big stumbling block for Medical 
Expense Fund has been that there is 
no adequate way of selling it to the pub- 
lic. Fearing to be accused of unethical 
advertising, doctors hold off selling it 
to their patients. Once this hurdle has 
been surmounted and any of the plans— 
or the merged group if they are con- 
solidated—gets off to a real start the 
plan should have relatively smooth 
going. 


Agenda of Canadian 
Superintendents Rally 


The agenda of the executive session 
of the Association of Superintendents of 
Insurance of the Provinces of Canada 
to be held in Regina Sept. 19-23, was 
announced this week. 

The committee on valuation of secur- 
ities and the committee on blanks will 
report. There will be consideration of 
the necessity of an amendment to the 
uniform life insurance act requiring com- 
panies to obtain proof of age within 
a definite period of time from com- 
iencement of contract; also consid- 
eration of an article by G. Rennison 
relating to “Beneficiaries in Foreign 
Countries Occupied by the Enemy,” and 
of the judgment of Judge Plaxton in 
Deckert vs. Prudential. 

The committee on licensing and regu- 
lation of agents will report. 


Second Lt. E. P. Leslie, Jr., on leave 
of absence as a representative of Mu- 
tual Life of New York at Oklahoma 
City, is assistant special service officer 
at Cortland Field, Ala., and has been 
promoted to first lieutenant. 
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1tdiour Work Wesk 


Set Up in L. A. 


LOS ANGELES—Los Angeles in- 
surance offices having eight or more 
employes now are under the war man- 
power commission directive establishing 
#4 hours as the work week for the cleri- 
cal group, with the exception of those 
few whose applications for exemption 
have been granted or who have not vet 
been advised as to the WMC action on 
their application. Offices under the lat- 
ter category are continuing to work 
their former hours schedule. 

During the past three days offices 
have been receiving decisions on their 
applications for exemption, and denials 
have prevailed for the most part. The 
14-hour week is a modification of the 
original WMC directive which called 
for 48 hours. Offices whose applications 
for exemption have been granted have 
obtained hours varying from 37% to 41, 
the hours approved, it is understood, 
being their former schedules. 

It is reported that firms granted ex- 
emption are: Hays & Bradstreet, New 
England Life, 45% hours, granted be- 
fore the 44-hour modification was 
made; Thomas Mortgage Co., 41 hours; 
Van Norman & Morrison, 37% hours: 
Wolfe & Co., 41 hours and Zeigler 
Agency, 40 hours. 

Some of those denied were Pacific Na- 
tional Fire, Pacific Employers, Aetna 
Life, Northwestern Mutual Life, John 
Hancock Mutual Life, Mutual Benefit 
Life, National Surety, National Auto- 
mobile, Colonial, U. S. F. & G., and 
New Amsterdam Casualty. 

Pacific Mutual, if its application is de- 
nied, may carry the fight to the limit. 
The company asked for a 40-hour week, 
its present basis. Two-thirds of its 
home office employes are women, and 
of these one-half have been reported to 
the WMC as having household respon- 
sibilities that automatically, by express 
language of the directive, exempt them 
from the 44-hour order. 





Misrepresentation Charged 
in the Application for 
Life Insurance Policy 


The Minnesota supreme court handed 
down a decision in Lawein vs. Metropol- 
itan Life. In the application the ques- 
tion with respect to prior consultation 
or medical treatment was answered in 
the negative. As a matter of fact, the 
holder had visited a hospital clinic on 
previous occasions and received treat- 
ment for the same disorder which caused 
his death. The plaintiff contended, how- 
ever, that the agent knew of this consul- 
tation and that his knowledge was bind- 
ing on the company, that the insured 
and the doctor who examined him be- 
lieved the trouble to be trivial and tem- 
porary and that the misrepresentation 
was not material nor did it increase the 
risk. 

However, the higher court finds to the 
contrary and orders that judgment be 
entered for the Metropolitan. The 
knowledge of the insured’s prior health 
is rather in the province of the medical 
examiner who filled in that part of the 
application relative thereto and not in 
the province of the agent. Knowledge 
acquired by the agent outside the scope 
of his business is not chargeable to the 
company, the court said. Misrepresenta- 
tion was, in fact, with respect to the 
same ailment that caused death and re- 
gardless of the examining doctor’s or the 
insured’s belief of its triviality, the com- 
pany was entitled to an opportunity to 
judge for itself, the court held. 


David A. North at Pittsburgh 

David A. North of New Haven, presi- 
dent of the National Association of In- 
surance Agents, spent two days in Pitts- 
burgh this week in connection with the 
N.A.I.A. convention there the week of 
Oct. 11. He appeared before the Na- 
tional Association of Life Underwriters 
at the opening session of its annual con- 
vention in Pittsburgh Wednesday morn- 
ing to bring greetings. 


Bankers of Bidb, Reency Group Coutinns 
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The general agents and agency execu- 
tive committee of Bankers Life of Ne- 
braska at a four day session at the head 


office approved the new endowment 
policies and the planned etfort program 
for the fall. 

3ankers Life is enjoying a year of 
accomplishment from its agency organ- 
ization under the direction of an agency 
executive committee. In January of 
1943, Charles H. Heyl, director of agen- 
cies, was called to a commission in 
the army. Previously D. C. _ Pray, 
agency secretary, had been commis- 
sioned as a lieutenant (j.g.) in the navy, 
and E. S. Westcott, advertising manager, 
was already serving as an officer in 
the navy. Therefore, it seemed advisable 
to Mr. Heyl that provision should be 
made for carrying on the aggressive pro- 
gram of agency development which he 
had initiated. To that end, he set up 
an agency executive committee. H. S. 
Wilson, president, serves as chairman. 

The committee organization provides 
for the following executives from the 
home office: Henry W. Fouts, super- 
visor of agencies; Emory K. Peterson, 
acting secretary of agencies: Forrest 
Estes, assistant actuary; W. E. Price, 


chief underwriter; S. R. Purtzer, statis- 
tician, and Kendrick Ott, sales promo- 
tion manager. 

The field is represented by three gen- 
eral agents whose terms are for six 
months each, one of the three being 
elected to hold over for an additional 
meeting in a coordinating capacity. 

The first three general agents selected 
to serve were: Lester B. Arwin of De- 
troit; James H. Brown of Steubenville, 
O., and V. A. Marshall of Fairbury, 
Neb. The present group includes: R. R. 
Burtner of Harrisburg, Pa.; H. E. Eng- 
lish of Chicago, and Earl F. Goodrich 
of Topeka, with J. H. Brown and V. 
A. Marshall continuing for the _ initial 
meeting of this term. 

In the picture, standing, are Messrs. 
Ott, Fouts, Peterson, Purtzer, and Price. 
Seated, Brown, English, Burtner, Wil- 
son, Marshall, Goodrich and Estes. 
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WANTED 
AGENCY MANAGERS 


for 


PACIFIC COAST AND TEXAS AGENCIES 


An old line company with more than a quarter billion dol- 
lars ordinary insurance in force in the west is looking for 
high grade, ambitious life underwriters to fill supervisory 
vacancies created by the rapid growth of its organization in 


Thoroughly convinced that experienced agents and managers 
are among the most valuable assets of a life insurance com- 
pany this progressive management is ready to invest the 
necessary funds to subsidize the training and establishment 
of carefully selected qualified men. 


Salary, overwriting, full commissions and renewals, travelling 
expenses, office allowance, and non-contributory retirement 


When writing for full information, give complete record of 
experience, quality and quantity of production last three 
years, age and draft status. All replies treated confidentially. 


Write: $-95, The National Underwriter, 175 W. Jackson Blvd., 
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Some Deterrents to 
New Business Seen 








However, September 
Starts with Fairly 
Satisfactory Production 


NEW YORK—While new business 
appeared to be coming in at a good rate 
the beginning of September, some ob- 
servers expect the Third War Loan 
bond campaign beginning Sept. 9 and 
the first quarterly income tax payment 
due Sept. 15 under the pay-as-you-go 
plan to act as a deterrent on sales. Em- 
phasis in the bond campaign is being 
placed on sales to individuals and the 
Treasury department has stated a sys- 
tematic effort to canvass each wage 
earner during the drive will be made. In 
addition to that, thousands of life agents 
are devoting much of their time to sell- 
ing bonds and they will be unable to 
give as much time to life insurance sell- 
ing. Some agents find the size of the 
Sept. 15 tax payment is causing some 
consternation. When the pay-as-you-go 
plan was initiated, many taxpayers ex- 
pected to have their income tax problems 
well taken care of, but when they began 
to estimate their Sept. 15 payment, it 
amounted to a considerable sum. 

In New York, at least, business seems 
to have fallen off somewhat within the 
past week. It will be interesting to see 
whether new ordinary business in Sep- 
tember continues along with the upward 
trend which began in March. Business 
for the summer months is considered 
very satisfactory. 


Equitable Society 
Campaign for 
Those in Service 


NEW YORK—As a tribute to the 
company’s approximately 1,700 agents 
and employes serving in the armed 


forces, Equitable Society is dedicating 
October to a “Carry On to Victory” 
campaign. Every premium dollar initi- 
ated by the agency force during October, 
whether ordinary or group, will be in- 
vested in government bonds and the 
company will match these premiums, 
dollar for dollar, out of other funds 
available for investment, so that at the 
end of the campaign a sum double the 
October new premiums will go into gov- 
ernment bonds. 

The campaign theme will be “to initi- 
ate a volume of premium dollars for the 
nation’s war treasury equivalent to a 
powerful addition to the fleets of flying 
fortresses already dominating enemy 
skies.” Agents will qualify for positions 
on the crew of a flying fortress according 
to the volume of production for the 
month. Departments, agencies, units or 
districts, and agents will be ranked dur- 
ing the campaign in the parlance of the 
air corps command, according to their 
average production per active agent un- 
der contract on Oct. 1. The home office 
Is preparing special promotional material 
lor use in the compaign. 


Reviews Missouri Legislation 
_ JEFFERSON CIT Y—Superintendent 
Scheufler of Missouri has issued a sum- 
mary of department-supported _ bills 
passed by the legislature and signed by 
the governor. They include the Guertin 
measure, a bill to permit life companies 
to invest in all FHA mortgages guaran- 
teed by the government, allowing article 
2 life companies to increase their board 
ot directors from 13 to 21, and permit- 
ting article 6 fire and miscellaneous 
stock companies to acquire. controlling 
interest in more than one insurance com- 
Pany, conditioned upon certain safe- 
<uards in capitalization. 

hose supported or sponsored by the 
superintendent which were lost included 
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a state fire marshal bill, group hospitali- 
zation, state regulation of group hospi- 
talization, an ancillary receivership law, 
agents and brokers’ qualification law 
which was killed on the floor of the sen- 
ate by “ill advised amendments,” and a 
modification of the commissioners’ bill 
to regulate unauthorized companies. 


Uses “Ads” with Premium Notices 


Throwing its full influence into the 
cooperative campaign sponsored by the 
life insurance companies to aid the gov- 
ernment in holding down prices and in 
stemming the tide of inflationary ten- 
dencies, Massachusetts Mutual Life has 
reproduced the first of a series of 
newspaper advertisements, in folder 
form for enclosing with premium no- 
tices mailed during September and Oc- 
tober, The company plans to make sim- 
ilar use of the later messages included 


in the series appearing in 286 newspa- 
pers in 170 cities, with a circulation in 
excess of 26,000,000. 


Chicago Compilation 

The educational committee of the 
Chicago C.L.U. is now compiling a list 
of eligible candidates who intend pre- 
paring for the examination next June. 
There is a possibility that Northwestern 
University will not conduct C.L.U. re- 
view courses. Paul M. Williams, as- 
sistant general agent Aetna Life, is 
chairman of the agency committee. C. 
E. Smith, Northwestern Mutual, is chair- 
man of the Chicago C.L.U. 


Wallace Talks at Los Angeles 
LOS ANGELES — James Wallace, 

president of the Kiwanis Club of Los 

Angeles, member of the insurance firm 


of MacNair-Wallace Co., and a British 
pilot from 1914 to 1918, addressed the 
members of the Life Insurance Man- 
agers Association. 

President Russell L. Hoghe, general 
agent of Equitable Life of lowa, re- 
viewed the 44-hour work week ruling. 
He pointed out that while some of the 
offices have accepted the directive, mem- 
bers of the association should file an 
application for a review of their cases. 
An ordinance is in preparation, he said, 
that would make the “staggered hour” 
ruling mandatory which now is volun- 
tary. 


Driskill Named at Austin 

Felix E. Driskill, a leading personal 
producer with the Austin, Tex., agency 
of Southland Life, has been appointed 
district agency manager there for Fed- 
eral Life. 
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Topay millions of people are 
working long hours. Many are work- 
ing unaccustomed hours. Millions are 
working at unaccustomed tasks. All this 
adds to the strain and anxiety occasioned 
by the war itself. It is for these reasons 
that life insurance and the payments 


which are the concrete expression of 


at this time 


life insurance. 





TYAL 
LiFE INSURANCE COMPANY 
OF BOSTON. MASSACHUSETTS 
GUY W. COX, President 


Payments to policyholders 


take on an added significance 


its value take on an added significance. 

In 1942 the John Hancock paid 
to its policyholders benefits totaling 
$99,673,282.43. These payments are 
assuring to many people a fuller share 
of the things for which we are fight- 


ing than would be possible without 





Total insurance in force December 31, 1942, amounted to 
$5,618,573,069.00, which covers more than 6,800,000 policyholders, 


one out of ten of those insured in this country. 
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Ninety Yours Old 
But Still Active 
as a Director 


Fred C. Sanborn, director of the Mas- 
sachusetts Mutual, on Sept. 18, will be 
90 years of age. 
He has been in its 
service throughout 
the past 70 years. 
He was born at 
Deerfield, N. H., in 
1853. The Massa- 
chusetts Mutual 
had been organized 
only two years pre- 
viously. In 1873 
he cast his lot with 
the company as 
agency clerk in 
Manchester, N. H. 
He later went to F. € 
Boston where he 
became caghier in the agency. In 1895 
he was appointed general agent at Bos- 
ton and for 34 years occupied that posi- 
tion. In 1929 he was relieved of the care 
of the management but served the com- 
pany in an advisory capacity. In 1931 
he was elected a director. In 1923 at 
the agency convention he received a 
gold medal from the company in recog- 
nition of 50 years of service. His fel- 
low general agents presented him with 
a grandfather’s clock. He received a 
library clock from the life men of Bos- 
ton. 











. Sanborn 


Administration Plan 
Being Used by 
Kansas City Life 


In the Sept. 2 issue of Kansas City 
Life’s ‘Weekly Message,” the visual 
and mechanical chart plan of selling de- 
veloped and copyrighted by W.. T. 
Whitehead, director of sales. entitled 
“The Life Insurance Administrator” 
was announced to its representatives. 

The Life Insurance Administrator 
plan is 8 inches by 13% inches in size, 
and is made up of several pages joined 
together by a plastic binding. The ar- 
rangement of these pages is such that 
a loose chart is inserted for use in each 
interview, The printed statements on 
each page act as “cues” for what the 
agent says and does in each step of the 
interview procedure. 

Its colorfulness is attention getting 
and the mechanics of the plan—the 
gradual unfolding of the chart, need by 
need, through a series of pages of dif- 
ferent size—assist the agent to retain 
control of the interview until the pros- 
pect’s problem is out in the open. This 
makes certain that the agent's recom- 
mendation will be specific and that the 
prospect will recognize it as the solu- 
tion to his own life insurance situation. 


Sargent & Co. Plan Is 
Being Checked in Iowa 
DES MOINES, IA.—The new mer- 


chandising-insurance plan inaugurated by 
Sargent & Company, Des Moines feed 
manufacturer, with General American 
Life, has brought forth several develop- 
ments since its announcement last week. 
First, the Iowa insurance department is 
checking into the legality of the plan to 
determine whether it conforms or not 
with an act passed by the last state leg- 
islature intended to liberalize group in- 
surance by permitting it to be issued to 
agents of a company on a contractual 
relation. 

Second, it was disclosed Sargent & Co. 
has copyrighted its merchandising-insur- 
ance plan and thus raises the question 
whether the General American Life or 
any other company may use the same 
program with other merchandising firms. 

The plan is something new in the in- 
surance field and insurance executives 
foresee the possibility of it developing 
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into a new field of business which might 
reach a large scale proportion. 

Previous to the act passed by the last 
Iowa legislature, group insurance was 
limited to an employer-employe relation. 
The act was passed to liberalize this and 
allow companies to take out insurance 
on agents. The legal question raised in 
the Sargent case is over the contractual 
relation where the dealers are corpora- 
tions and partnerships. 


Hartford College 
Plans Completed 
for the Season 


After meetings which lasted for an 
entire week the advisory committees of 
the Hartford College of Insurance of 
the University of Connecticut decided 
upon a war-service curriculum for the 
forthcoming academic year. 

The executive committee of the Hart- 
ford College is: Harlan S. DonCarlos, 
manager life and accident group claims 
Travelers; John A. North, vice-presi- 
dent Phoenix of Hartford; Clinton L. 
Allen, secretary Aetna Fire, and Robert 
I. Catlin, vice-president and Berkeley 
Cox, associate counsel Aetna Life. 

The committee which conferred on 
the life insurance course was composed 
of: Vincent B. Coffin, vice-president 
Connecticut Mutual Life; Berkeley Cox, 
James E. Hoskins, assistant actuary 
Travelers, and Wilbur Hartshorn, man- 
ager Metropolitan Life. 

Insurance law is to have John P. 
aude as instructor. It is a practical 
course in the legal principles underly- 
ing the interpretation and enforcement 
of insurance contracts. It is especially 
designed for agents, claims men, com- 
pany underwriters and others who are 
faced with legal questions in the pursuit 
of their duties. 

The C.L.U. Part C course is to be 
headed by Acting Dean Laurence J. 
Ackerman. Commercial law, insurance 
law, trusts, taxation, and business in- 
surance will be covered not only from 
the viewpoint of C.L.U. preparation but 
also in terms of everyday problems fac 
ing the agent. 

L. O. M. A. courses A and B cover- 
ing Parts I, II, Il] and IV will have 
Gordon C. Streeter and Donald L. 
Brush as instructors. 

Advanced life) underwriting course, 
which will be headed by Reid Hartsig, 
is a comprehensive preparation in the 
field of advanced estate planning, busi- 
ness insurance, pension trusts, taxation 
and insurance trusts for life insurance 
agents. 

Registration will be Sept. 27, 28 and 
29. Classes start Sept. 29. All courses 
will be held in the evening. 





Rides Hobby to Success 


G. Joseph Mayer of the Baldwin 
agency of New England Mutual in New 
York City, ably exemplifies the idea of 
riding a hobby to success. stamp 
collector for the last 40 years, Mr. 
Mayer has built up a very worth-while 
group of clients among stamp and coin 
dealers and collectors. He firmly en- 
trenched himself in this field some vears 
ago by developing a type of all-risk cov- 
erage for stamp and coil dealers’ stocks 
which was much .more desirable than 
the more limited coverage previously 
available. Mr. Mayer now insures 
nearly all the recognized stamp dealers 
in New York City and through the 
contacts thus made has written some 
business for dealers in other cities. 

Having built up this unique reputation 
among stamp and coin dealers it is nat- 
ural for them to think of him any time 
they or their contacts have any life in- 
surance business to place. Furthermore, 
it is to a dealer’s interest that his cus- 
tomers’ collections be insured so that 
they may be certain of being replaced 
in the event of loss. For this reason 
and also because of their personal con- 
fidence in Mr. Mayer they do not hesi- 
tate to recommend him to customers 
and these in turn are additional sources 
of possible life insurance business. 


Resurvey of New 
Worker's Physical 
Requirements 


The chief medical officer of a large 
industrial concern, who has been under 
constamt pressure from plant executives 
to pass job candidates that are im- 
paired, the other day sent this bulletin 
to department heads captioned “The 
New Worker—A Resurvey of Physical 
Requirements.” 

1. General: Must be able to travel 
under own power into and out of exam- 
ing office. 

2. Vision: Must be able to distinguish 
quickly between light and darkness. 

3. Hearing: Must hear train whistle 
at ten (10) feet. 

4. Mouth and Throat: Must be free 
of any serious disorder, such as cancer 
of tongue or tuberculosis of the larynx, 
or at least not be beyond an early stage. 

5. Heart and Blood Vessels: Heart 
must be beating. 

6. Lungs: Must have at least % of 
the total lung capacity in the better 
lung. Contagious diseases such as 
pneumonia or tuberculosis of the lung 
must be in an early stage or the appli- 
cant will be considered “borderline” 
and fit for only certain types of work. 
As far as spreading the disease is con- 
cerned, the healthy workmen’ with 
whom he comes in contact should be 
warned to look out for themselves. 

7. Back and Extremities: Must have 
at least one extremity. The back will 
not be examined because under the new 
setup, it will have very little impor- 
tance. 

8. No laboratory studies will be done 
because they are only intended for the 
purpose of discovering possible trouble. 


Simon Writes Three Pensions 


Leon Gilbert Simon of Equitable So- 
ciety, New York City, recently placed 
three large pension cases. Thomas Wil- 
son & Co. of New York City, one of 
the leading lace manufacturers of the 
country, bought a plan for all men and 
women in its employ for five years or 
more. The company is bearing the en- 
tire cost of the plan, one of the purposes 
being to mark the firm’s 100th anni- 
versary. The annuity to be received by 
the employes retiring at 65 is based on 
past service credit and anticipatd fu- 
ture service. Several life companies 
participated in writing the annuity poli- 
cies. 

The second plan which Mr. Simon 
recently installed was that of the 
Charles M. Anderson Corp. of New 
York City. whose plan includes all em- 
ployes with six months or more. of 
service. The entire cost is being paid 
by the corporation but officers and di- 
rectors were not included in the plan. 
The third is that of Asbestos Ltd., Inc., 
one of the world’s largest manufacturers 
of asbestos. About 225 employes quali- 
fied for the plan. 


Hesse with New World Life 

Robert L. Hesse has resigned as gen- 
eral agent for Lincoln National Life at 
Madison, Wis., after 11 years to become 
Madison agency manager of New York 
Life. He joins Floyd J. Voight, Wis- 
consin state manager for New World 
Life for the past year and a half, and 
will open his office in the Tenney build- 
ing on Oct. 1. Mr. Hesse is a past presi- 
dent of the Madison and the Wisconsin 
state life underwriters associations and 
was a member of the Natéonal associa- 
tion educational committee for a number 
of years. Mr. Voight is currently presi- 
dent of the Madison association and a 
state director. 


N. Y. Life Lists War Activities 


In order to have a record of the volun- 
teer civilian war activities of New York 
Life agents and branch office employes, 
and to stimulate further volunteer efforts 
on the home front, New York Life has 
published a 168-page book entitled “Ny- 
lics for Victory.” In addition to the 
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honor roll of 1,548 home office and 
branch office employees and agents who 
are members of the armed services, the 
book lists the record of volunteer civil- 
ian war activity during the calendar year 
1942 of each of 2,817 agents and branch 
office employes. 

There are 48 different classifications 
of volunteer activities included in the 
book, including civilian defense, Red 
Cross, blood donors, local draft boards, 
and ration boards. 





Rules on Chapter 9 Company 

LOS ANGELES—The California su- 
preme court has denied the appeal of 
Commissioner Caminetti from a ruling 
of the district court of appeals in the 
Imperial Mutual Life cases. The appel- 
late court sustained the order of Los 
Angeles superior court that the insur- 
ance commissioner should return the 
affairs of the company to its former of- 
ficers. The only portion that was not 
sustained was that in which the lower 
court retained interlocutory control of 
the case for a year. The appellate court 
reversed that portion, holding that his 
decree was final. 

This is the only case effecting Chap- 
ter 9 companies, which were taken over 
by the commissioner in 1940, wherein he 
was not upheld in his actiens by the 
courts. 








x RECENTLY, I WROTE 
A BOOKLET, “THAT OLE 
DEVIL DISCOURAGEMENT,” 
SETTING DOWN SOME LES. 
SONS PVE LEARNED IN 
FIGHTING THE BLUES. 


* * * 


WELL, my booklet dropped into 
the world of life insurance with- 
out making a single ripple—and 
being a human, I was a little 
discouraged. 

x oe * 
BUT TODAY comes a letter from 
an agent of the Home Life of 
New York, who had a low July, 
paying for only $1,000. He was 
so “low” that he hesitated to hop 
a train and ride an hour to keep 
an appointment. His General 
Agent gave him the _ booklet. 
asked him to read it on the train. 
and see what would happen. 

* * * 


SO HE RODE AND READ 
Something happened because he 
sold $12,400 and that same night 
closed $10,000 —and finished the 
month with $167,200. 

* ok * 


HE ADDs: “Best of all. I have 
regained my confidence!” These 
experiences make our work at 
R & R the most fascinating in the 
world. 





PAUL SPEICHER 
Managing Editor 
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Experience of John Hancock in 
Training Them as Industrial Agents 





By WILLIAM CARROLL HILL 


New England life insurance institu- 
tions have slowly and reluctantly recog- 
nized the advent of women into the life 
insurance field. Some individuals have 
made outstanding records, but it has 
caused no particular alarm or distrub- 
ance among the craft. Some recent de- 
velopments in the utilization of women’s 


services have, however, aroused wide- 
spread interest. 
John Hancock Mutual Life, with a 


boldness characteristic of the signature 
of its patron saint, has admitted women 
to its salesmanship school and _ placed 
the graduates upon the rolls of its in- 
dustrial agents. “The woman on the 
debit” has become an established fact. 

The weekly solicitation that is the 
foundation of the industrial system, and 
the collection of.debits from door to 
door, for so many years believed solely 
the task of young, able-bodied men, 
able to climb stairs and keep continually 
going, has been opened to women. The 
John Hancock has let down the barriers. 

Once the company made up its mind 
to place women on the debit canvass, 
largely from necessity because of the 
man power shortage, the company went 
at the problem without fanfare or spe- 
cialized program for the women. 

Same Education as Men 

The 133 district offices of the company 
throughout the country were thrown 
open to the women, they were taken into 
the same classroom where men_ had 
been trained for years, given the same 
course of training, and upon being quali- 
fied were started off with the office su- 
pervisor to begin their actual field work 
in the same manner as had been done 
for years, with no recognition of the 
change in sex. 

What are the requirements to become 
an industrial woman agent? 

_The one and dominant principle which 
Vice-president Paul F. Clark has estab- 
lished is that a woman applying for this 
work must have a need for the job, 
a need for the income which it brings 
and be willing to work hard enough to 
get it. Young women seeking easy 
money and wives of the well-to-do seck- 
ing pin money are not desired. 

_ The policy of selection is as severe as 
for the men, and there is no major dif- 
terence. The “spheres of influence” 
technique has been found useful in find- 
ing prospects. Women of higher than 
average background have been sought, 
and this has brought in a high type of 
desirable womanhood. The best pros- 
pects are from the professional fields, 
career women, office managers, sales- 
women, and, most important of all per- 
haps, young widows who have been 
claimants of death benefits and learned 
the value of life insurance. 

The recruits average from 30 to 40 
years ot age, but there is no bar to 
ines woman below or 
woman dere por hice 30 the average 

i st demand enough money 
or have a desire for a career sufficient to 
make her a desirable agent prospect. 
Over 40 the matter of health and energy 
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presents drawbacks. Women with chil- 
dren cannot be expected to give whole- 
hearted attention to an insurance Ca- 
reer and the John Hancock has no in- 
tention of disturbing domestic relations. 

Ten percent of the women who have 
been accepted by John Hancock have 
been college graduates; 25% have had 
some college training and about 10% 
have had a business training beyond high 
school. Nearly all have completed high 
school courses. 

The company insists on a complete 
individual history of each applicant and 
is ultra conservative in its selection. 
Enthusiasm and earnestness are the 
most desirable qualities and the consci- 
entious and eager students may be 
trusted to render a good accounting. In 
fact, the new women selected by the 
John Hancock for this interesting ex- 
periment have better than the average 
background, they are women who have 
been forced to seek employment and 
have a need for more monev than the 
usual office position provides. While 
the aptitude test has not yet been util- 
ized, experiments are being made along 
this line. 

The course of training runs from six 
months to a year and covers the funda- 
mentals of life insurance and salesman- 
ship. Particular attention is paid to 
the ability of the women to “get along” 
well with their male competitors. There 
being no segregation of sexes, there is 
no distinction in what is required of 
both men and women. No women in- 
structors are employed, all schools be- 
ing in charge of district heads. Trained 
supervisors take the women into the 
field after school courses and give them 
practical experience in working on a 
debit. The women have been standing 
up well under the courses of instruction 
and early training and the turnover in 
the early stages shows no marked dif- 
ference than for the men. No provision 
is made for “women units” and neither 
sex has any advantages or distinction 
over the other. 


Men Agents Are Cooperative 


The heartiest and kindliest cooperation 
has been developed between the men 
and the new recruits from the outset. 
If men have had any feeling as to what 
success the women will have, it has 
tended only to spur them to greater 


effort. The women can be expected to 
do their best to stand well in the opin- 
ion of their male competitors. They do 
not intend to be outdone. 

John Hancock Mutual is enthusiastic 
over the results so far. The women on 
the debit have shown an intense inter- 
est in their work. They have been 
found to be scrupulously honest and con- 
scientious. Their reports have been 
models of neatness. They have worked 
harmoniously and smoothly with the 
men. The company has seen to it that 
there are no prima donnas. 


Women Have Advantages 


Some advantages undoubtedly accrue 
to the “woman on the debit.” They 
have an innate interest in human beings 
and human problems, the first requisite 
of good salesmanship. When they visit 
a home they easily establish a common 
bond of understanding with the wife 
and mother. They know the problems 
of the home and how to meet them. 
They can and do bring to the homes 
they visit a spirit of helpfulness and 
comfort, truly symbolic of the protec- 
tion they represent. This is recognized 
and reacts to their advantage as debit 
agents 

What will happen to the “women on 
the debit” after the war? Nothing more 
or different than will happen to any 
other agent with the company at that 
time. ‘those who have gone from the 
offices to serve their country will be 
taken back as quickly as they appear, 
in accordance with the pledge of the 
company. The women will not replace 
them. At the same time those women 
who have done creditable work will be 
retained, as will all others who are added 
from time to time and make good. 

John Hancock Mutual first tried out 
its idea of having women on the indus- 
trial debit early in 1942. In April of 
this vear it had trained and put to work 
about 150 women. Today there are 
some 325 regular women carrying the 
ccllection book and the number is slowly 
brvt steadily increasing. Altogether, they 
represent but a small percentage of the 
many thousands of agents employed by 
John Hancock, but it indicates a marked 
and interesting trend in the life insur- 
ance field. 


Five St. Louis Millionaires 


Five million dollar producers in St. 
Louis this year are: Bronson S. Barrows, 
Northwestern Mutual; W. Alfred Hayes, 
Sun Life of Canada; Robert C. Newman, 
independent broker placing through New 
England Mutual; Sidney Salomon, Jr., 
Equitable Society, now in service with 
the armed forces, and Harry T. Wuer- 
tenbaecher, Penn Mutual. 





Convention Dates 


Sept. 13-16, National Association of 
Life Underwriters, Pittsburgh, William 
Penn Hotel. 

Sept. 23-25, Mortgage Bankers Asso- 
ciation, Chicago, Drake Hotel. 

Sept. 25-27, Life Office Management 
fpnosetien, Chicago, Edgewater Beach 

otel. 

Sept. 28-30, National Fraternal Con- 
gress, Cleveland, Hotel Cleveland. 


Oct. 4-7, American Life Convention, 
Chicago, Edgewater Beach Hotel. 

Oct. 13-14, Actuarial Society of Amer- 
ica, New York City, Waldorf-Astoria 
Hotel. 

Oct. 16-16, Institute of Home Office 
Underwriters, Chicago, Edgewater Beach 
Hotel. 

Oct. 19-21, Life Advertisers Association, 
New York City. 

Nov. 16-18—Research Bureau and Life 
Agency Officers, Chicago, Edgewater 
Beach Hotel. 

Dec. 1, Institute of Life Insurance, New 
York City, Waldorf Astoria Hotel. 

Dec. 2-3, Association of Life Insurance 
Presidents, New York City, Waldorf- 
Astoria. 

Dec. 5-6, National Association of In- 
surance Commissioners, mid-year meet- 
ing, New York City, Pennsylvania Hotel. 

Jan. 11-12, National Association of Ac- 
cident & Health Underwriters, winter 
meeting, Des Moines, Hotel Fort Des 
Moines. 





Rutherford Speaks at Detroit 
DETROIT-—J. E. Rutherford, execu- 
tive vice-president of the National asso- 
ciation, said in a talk on “Let’s Face It” 
before Qualified Life Underwriters that 
“today we have less of most things but 
not of courage.” This is why the 
American public is so well insured. 


Cameron Back on Job 


Robert S. Cameron, assistant manager 
of the LaSalle ordinary agency of Pru- 
dential in Chicago, associated with 
Manager A. Van Goldman, has returned 
to the office after an absence of about 
nine months due to ill health. Mr. 
Cameron, who has been connected with 
the office for 15 years, was given a 
rousing welcome. He is in charge of 
the brokerage department. 





One who is continuously finding fault 
and achievements never wins much suc- 
cess himself. His time is too »~*' oc- 
cupied with trying to pick flaws with 
other people. It is true then that a 
knocker never wins and a winner never 
knocks. 


Nearly 400 life companies are shown in 
the Unique Manual-Digest. Only $5 from 
National Underwriter. 


MANUFACTURERS 


“When the practice of thrift becomes not only a private 
virtue but a public duty, the maintenance of an ever 
increasing flow of premium savings assumes an added 
significance. . . . Furthermore, every dollar paid for life 
insurance is a dollar withdrawn from the competitive 
market for a steadily diminishing supply of consumer 
goods, and is a weapon in the constant fight against 
increasing prices and inflation.” 


From the Remarks of M. R. Gooderham, President, 
56th Annual Meeting 
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Problems of Na avy Casualty 
Reports Told to Claim Group 


In his talk at the International Claim 
Association in Chicago this week, Com- 
mander A. C. Jacobs, former law profes- 
sor at Columbia University and now in 
charge of the navy casualties  sec- 
tion, outlined the difficulties with which 
the navy is confronted in learning of and 
reporting casualties accurately and 
quickly and assured his audience that 
the navy is bending every effort to help 
beneficiaries receive policy proceeds as 
easily and quickly as possible. With 
mounting operations, these difficulties 
will probably increase and Commander 
Jacobs asked for continued cooperation 
and patience in these cases. 

So far the navy, not including the 
marine corps and coast guard, has suf- 
fered 41,811 casualties, from rear admiral 
to apprentice seaman. The largest group 
are listed as “missing,” there being over 
9,000 in this class, as compared with 
7,926 known killed. Commander Jacobs 
pointed out that Navy Secretary Knox 
has estimated that victory may cost the 
navy as much as 250,000 casualties. 
while in the last war only 893 members 
of the navy died from all causes directly 
connected with it. 

“Unitary” Action Factor 


A distinctive problem of navy cas- 
ualties is that they arise generally from 
“unitary” rather than individual action. 
Naval personnel afloat are concentrated 
in single units, while army personnel 
may be scattered on land. The army 
to date has a much larger total casualty 
list than the navy, but the navy has had 
almost as many deaths and a greater 
proportion of missing personnel. This 
“unitary” action factor also makes for 
delay in naval casualty reports. Radio 
silence is frequently necessary and vital 
records may be lost with a ship. 

As an extreme example, Commander 
Jacobs pointed out that the cruiser 

“Juneau,” lost in November, 1942, in 
the victory off Guadalcanal, sank so 
quickly after being torpedoed that all 
the crew had to be listed as “missing” 
except for a few known survivors. 
Many of these “missing” navy men have 
since been located. 

While the navy usually notifies the 
next of kin of casualties before publicly 
announcing loss of a ship, this proce- 
dure has been reversed where the ship’s 
loss may be announced immediately 
without compromising security. For 
example, the cruiser “Helena” was an- 
nounced as lost immediately, but sev- 
eral weeks passed before the complete 
survivor list could be sent from the 
South Pacific. During this time, 167 
officers and men were rescued from two 
islands under Japanese control. They 
would have been listed as “missing” had 
it been possible to make a casualty re- 
port immediately. 

Commander Jacobs emphasized that 
the term “missing” is broad and _ flexi- 
ble. Some “missing” persons are very 
probably dead, but proof is lacking, 
while others may merely be unac- 
counted for. An example of this was 
the submarine “Perch,” which was re- 
ported long overdue and presumed lost 
as of March 1, 1942. One vear later, 
some of the crew of the “Perch” were 
reported as “prisoners of war.” 

Because of the slowness of the 
Japanese government in reporting pris- 
oners, the navy on Jan. 1 of this year 
knew that only 327 of this personnel 
were prisoners of war. This has been 
improved since last February and there 
are now 2,268 reported navy prisoners. 
Unfortunately many of these have been 
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reported as having died later. Since the 
date of death is seldom given, the navy 
for administrative purposes is using 
arbitrarily the date of the International 
Red Cross cable advising them of the 
death. Commander Jacobs quoted a 
number of other examples of survivors 
turning up long after being reported 

“missing.” He pointed out that the law 
provides that allotments for dependents 
and for insurance premiums must be 
paid while the “missing” status con- 
tinues. 

A finding of death may be made one 
vear after a man is reported ‘ ‘missing, “ 
but if any doubt exists the “missing” 
status is continued. Commander Jacobs 
said that up to August, 1943, 2,283 naval 
officers and men have been the subject of 
findings of death, while 3,923 have been 
continued as “missing” beyond a vear. 
This list included navy personnel miss- 
ing from the battles of Java Sea, Ba- 
taan, Corregidor, Coral Sea, Midway 
and Savo Island. 


Direct-Mail and Telephone 
Are Ideal Combination 


The Life Supervisors Association of 
Los Angeles held its initial meeting of 
the fall and winter season, at which J. 
F. Curtis, supervisor John W. Yates 
general agency Massachusetts Mutual 
Life, talked on “Use of Direct Mail in 
the Agency.” Direct mail has been field 
tested for many years and is universally 
accepted by most companies as a means 
for developing prospects, he said. Prop- 
erly selected literature sent over a long 
enough period of time to a large num- 
ber of prospects with the capacity to 
buy, followed up with a good telephone 
approach directed only to obtaining an 
interview on a favorable basis, would 
pay any agent handsomely for the time 
so invested. 

Any supervisor trying to get a new 
agent in the business started on the 
road to success, or trying to rejuvenate 
an old agent who temporarily has gone 
out of production, can use the direct 
mail-telephone combination with start- 
ling success. The direct mail-telephone 
approach is a good track for any man 
in the business to run on. 


Camouflage of Waste 
Can Be Easily Detected 


Wasted effort is camouflaged. It is 
disguised in many ways, yet may easily 
be detected IF you study the ticket you 
write for yourself each day. Here are 
some of the places wasted effort can be 
found :— 

1, POOR PLANNING OF TIME. 

2. FAULTY PROSPECTING. 

3. IMPROPER ARRANGEMENT 
OF ALLS. 

4. OFFICEITUS. 

5 LACK OF INFORMATION 
ABOUT PROSP ECTS. 

6. INADEQU ATE PLANNING OF 
INTERVIEWS 

: INDEF INITE 

NEGATIVE 
T U DE 


APPROACH. 
MENTAL ATTI- 
—Imperial Indicator. 
Ralph W. Hyatt, 72, associate general 
solicitor of Prudential, who retired in 
1941 after 46 years’ service, died at his 
home in Short Hills, N. J. Joining Pru- 
dential as a clerk in the law library, he 
became a member of the legal depart- 
ment and was appointed to his last posi- 
tion about 10 years ago. He graduated 
from Columbia University law school. 


R. R. Crawford, San Antonio, Tex., 
group manager for the Elmer Abbey 
agency of Aetna Life, has been trans- 
ferred-to Seattle, and will be succeeded 
at San Antonio by Bert Baetz, formerly 
special group representative. 


Claim Senncietinn 


Told Its Part in 
Public Relations 


Averell Broughton, New York, prom- 
inent consultant on public relations, 
made an excellent impression at the 
meeting of the International Claim 
Association in Chicago this week in his 
talk on “Public Relations—What It Is 
and What It Is Not.” There was much 
interest attached to Mr. Broughton’s 
appearance, because of his recent con- 
nection with the National Association 
of Insurance Agents for this work. 

Emphasizing that claim work is one 
of the most important features of the 
public relations of an insurance com- 
pany, Mr. Broughton said that his pro- 
fession and the claim profession have 
much in common. in that both appear 
quite simple to the public and few out- 
siders have any idea of the complica 
tions involved. The initial public rela- 
tions job is done, of course, by the 
agent or other person who makes the 
sale, but the contact with the claim 
representative is the “payoff” and is 
the moment of high attention as far as 
the assured or beneficiary is concerned. 


Claim Department Problem 


In addition to being important, the 
public relations problem of a claim man 
is most difficult, Mr. Broughton con- 
tinued, because an insurance company 
cannot lead the public to believe that it 
is a charitable institution or one which 
is easy to swindle. The result is that 
the many times an insurance company 
liberally construes a contract and pays 
beyond actual demands of legal neces- 
sity are hidden, while the few bitterly 
contested lawsuits are “advertised from 
the housetops as the expected reaction 
of a soulless corporation” in an atmos- 
phere “attending the foreclosure of a 
mortgage on the family homestead by 
the local skinflint.” 

Mr. Broughton said that the only 
answer to this difficult problem is to 
strive for a reputation founded on de- 
cently publicized honesty and responsi- 
bility going through the entire organiza- 
tion. He also said that an important 
aspect of insurance public relations at 
present is to show the public that it is 
getting its money's worth for the 
difference between premiums collected 
and losses actually paid. Insurance must 
not only maintain its accident preven- 
tion work, health programs and similar 
activities, but must continuously public- 
ize these social services, which cannot 
be matched by any other industry or 
business. 


Nature of Work 


In discussing public relations in gen- 
eral, Mr. Broughton said he thought 
attorneys of the type of the late Judge 
Gary were the first public relations men. 
They knew that their businesses had a 
story to tell and they had the ability 
to tell it to the public. A public rela- 
tions consultant, he said, cannot create 
a story and he cannot do the whole 
telling. He can advise an industry on 
what is a story the public wants to 
know and can assist the industry in 
preparing material and in telling, but 
the real job can be done only if the in- 
dustry itself knows the story and co- 
operates. The best job, he said, is one 
of which the public is scarcely con- 
scious. 

Public relations work, Mr. Broughton 
continued, is not an “umbrella of pub- 
licity” under which anti-social practices 
can be sheltered and by no means is 
it a panacea for bad management. He 
cited labor unions as an example of the 


most intelligent publicity in America 
during the last 20 years. The unions 
have had an excellent press, he said, 


but, despite this, a severe public reac- 
tion from the greedy and reckless acts 
of labor leaders is destroying this good 
will. 
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AN 
OPPORTUNITY 


(Not Previously Open) 
For Three 
DISTRICT MANAGERS 
in 
SOUTHERN 
CALIFORNIA 


The tremendous wartime 
growth and permanent indus- 
trialization of this area, 
which necessitated a decen- 
tralization of our Agency fa- 
cilities, has created an attrac- 
tive opportunity for three 
high-grade life insurance men 
who are capable of acting in 
a supervisory capacity. 


The Company is well estab- 
lished in the territory having 
ranked among the top ten in 
both production of ordinary 
and insurance in force in the 
state for the past 20 years. 


To the applicants selected we 
offer a direct Home Office 
contract providing salary, ex- 
pense account, office, secre- 
tary, commissions, and liberal 
pension plan. 


Please give us a complete pic- 
ture of your life insurance ex- 
perience in your first letter 
and also include age, family 
status, and Selective Service 
Order Number. Your inquiry 
will, of course, be held con- 
fidential until you authorize 


us to contact present em- 
ployer. 
Write: S-94, The National 


Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 
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Manual at Claim Meeting 


The International Claim Association 
has prepared a revised edition of its 
booklet on handling death claims of 
members of American and Canadian 
armed forces, which was distributed by 
the war claims liaison committee at the 
convention in Chicago this week. The 
committee, of which G. M. Day, Con- 
necticut General Life, is chairman, also 
distributed an interesting letter from the 
Life Offices Association of England, on 
the claim problems of British companies. 

So far, war claim experience in Eng- 
land has been unexpectedly good, al- 
though exact figures are not available, 
and fluctuations from one year to an- 
other have been no greater than in peace 
time. The Life Offices Association 
pointed out, however, that extensive land 
operations may change the picture. 


War Clauses 


While all British companies put war 
clauses in policies on the outbreak of 
hostilities, only a few had them before 
the war and these companies have in- 
terpreted them very liberally. The com- 
panies have interpreted these older 
clauses as not applying to members of 
the home guard. The clauses now used 
exclude all war risk and are not limited 
to combatants. The charge for waiving 
the war clause was originally about 1% 
annually with a number of companies, 
but this figure has been considerably 
reduced, 

There have been difficult problems in 
establishing deaths of civilians from air 
raids. Inquests have been abolished 
and, after raids, local authorities appoint 
officers who may review the evidence 
and cause certificates of death to be is- 
sued. The coroner is thus not used in 
such cases, although, the letter points 
out, this office never existed in Scotland. 
Where it is important to determine the 
order of death in a catastrophe, the 
British courts have held that the old 
rule that the decedents shall be pre- 
sumed to have died in the order of their 
ages applies, unless the presumption can 
be upset by other evidence. 


Presumption of Death 


Where there is doubt as to whether 
a person has died at all, the British 
Probate Office has relaxed its rules, but 
someone must apply for leave to swear 
in court as to the death. The same pro- 
cedure applies to civilians and members 
of the armed forces. While the govern- 
ment takes care to correct casualty lists 
and make corrections available, the prob- 


lem is difficult and there are many de- 
lays because of the necessity of waiting 
for further testimony. Companies have 
been liberal in paying small policies 
where proof is not conclusive. Most 
companies have not tried to secure in- 
demnity when paying doubtful cases, 
since an executor’s indemnity would 
end with his office and requiring indem- 
nity from a beneficiary would in effect 
be delaying payment, as the beneficiary 
would not feel free to use the proceeds. 

The association booklet gives the pro- 
cedure for obtaining a certificate of 
death from the army, navy, marine 
corps, coast guard and War Shipping 
Administration and also from the Ca- 
nadian services. In distributing the 
booklet. Mr. Day said that the army had 
planned to use a different certificate for 
presumption of death where a _ person 
is missing, but has rescinded this and is 
still using Form No. 0670-1 for both 
known and presumed deaths. 

A new aspect is merchant seamen who 
are prisoners of war. F. T. Bernhard, 
Home Life, a member of the war liaison 
committee, said that about 500 seamen 
are now known to be prisoners, mostly 
of the Japanese, and that he had just 
received a telegram from the War Ship- 
ping Administration, agreeing to make 
these names known to the International 
Claim Association. He said the list, 
which must be kept confidential, will be 
sent to members of the claim group and 
also to members of the American Life 
Convention and Canadian Life Insur- 
ance Officers Association. 

Copies of the new booklet may be ob- 
tained from the International Claim As- 
sociation for 25 cents each. 

In his report, Mr. Day cautioned com- 
panies against making flat statements 
about the practices of other carriers, 
but said that surveys indicate that most 
companies are prepared to recognize 
claims on the basis of a “finding of 
death” by one of the armed services. 
He also said that complications arise 
from time to time where a field officer, 
not familiar with all the rulings, will 
try to help a service man or his family 
by dealing directly with the company 
and recommended that the company ad- 
vise these officers to route the matter 
through the proper channels. 


The Life Agency Cashiers Associa- 
tion of Los Angeles held its first fall 
meeting with Fred A. McMaster, gen 
eral agent Ohio National Life, speak- 
ing on “Why Are You on Your Job?” 
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SUPERVISOR FOR OHIO 


A $250,000,000 life insurance company has a newly cre- | 
ated opening for a successful supervisor. The man sought 
has been engaged in supervisory work for a number of 
years and can point to his past record as evidence of his 


He will be required to contact, appoint and supervise the 
work of district managers he selects. His immediate work 
will be the development of the western part of the State, 
in which he will be given full Home Office cooperation, and 
he will headquarter in either Cincinnati or Columbus. To 
receive consideration applicants should write in detail giv- 
ing a complete business and personal history. 


Address Box T-8, The National Underwriter 
175 W. Jackson Blvd., Chicago 4, Illinois 














Weigh Threat ok 
48-Hour Week 
Nation Wide 


NEW YORK—The Research Insti- 
tute of America, in a recent special man- 
power analysis, predicts that the 48- 
hour week may soon be extended on 
a nation-wide basis and that employers 
who feel that a 48-hour week would 
merely result in an added burden of 
overtime payments without any advan- 
tage to the war effort and the conserva- 
tion of manpower should seek excep- 
tions, since it is not the intent of the 
war manpower commission to compel 
an increase in hours which does not re- 
sult in a more effective utilization of 
labor. 

The 48-hour week problem has already 
faced insurance companies in the critical 
employment areas. 

Where employers feel that the 48-hour 
week would add nothing to the war 
effort they can write the area director 
of the WMC, explaining the circum- 
stances fully and asking for an_ ex- 
ception. 

“Your case is helped by a showing 
that you are operating on the longest 
feasible work week and that you have 
taken all possible steps. to cut down on 
manpower consumption,” the Research 
Institute advises. “If your request is 
granted the director will specify what 
your minimum wartime work week is 
to be.” 

Manpower Problems Increase 

L. M. Cherne, the institute’s executive 
secretary, said that it is dangerous to 
assume, as many do, that we will soon 
be over the manpower hump. His op- 
inion is that “you can expect our man- 
power problems to increase for the dura- 
tion and to extend for at least one year 
after the armistice.” 

Mr. Cherne bases his prediction on 
the following: Demobilization of the 
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Design for Victory 


Field representatives of the Equitable Life of lowa are weaving a Design 


More than fifteen per cent of those comprising the Equitable of lowa’s field 
force are now in the armed services Their co ns 


cent of all Equitable of Io 
who are continuing to serve as Life Underwriters are also doing their part, by 
extending the benefits and services of Life Insurance more effectively and 
ly than ever before. Let us not minimize 
tributions Theirs is a very real responsibility in helping to preserve, through 
of the home front 


Additionally, Eguiowans on the home front are selling War Bonds and 
Stamps; they are serving on draft boards, as air raid wardens, auxiliary police 
and in many other avenues of the war effort... and they are investing ge 
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armed forces is likely to be extremely 
slow, and a standing army of consider- 
able magnitude will remain for years 
beyond the armistice. On the home 
front there are encouraging indications 
that a substantial portion of industrial 
enterprise will be equipped for the con- 
version to production of civilian goods 
within a short period after the cancella- 
tion of war contracts and the United 
Nations food conference supports Mr. 
Cherne’s view that manpower will re- 
main acute in the postwar period by its 
emphasis on the severe shortage which 
will exist for a considerable period after 
the end of the war. 


Prospects Are “Raw Material” 


“Trying to sell life insurance with- 
out names in your prospect file is like 
trying to run a factory without raw 
materials,” George Simeonoff, John Han- 
cock district agent in Pittsburgh, told 
members of the Pittsburgh 2 district at 
a dinner meeting. 

He compared the life insurance busi- 
ness with that of a manufacturer, con- 
sisting of raw materials, manufacturing 
processes, gross income, overhead ex- 
pense and net income, 

“The raw materials,” he said, “are the 
names of people with whom we come in 
contact directly or indirectly which we 
list in our prospect file. @ur manufac- 
turing process is the conversion of these 
prospects into policyholders. The gross 
income consists of the total premiums 
which these new policyholders pay to 
the company. The overhead expense is 
the net premium collected by the com- 
pany. The net income is our commis- 
sion. 

“When you lack prospects, then your 
business is short of the prime essential, 
the raw material which is necessary to 
get your manufacturing process into mo- 
tion. Unless you keep your prospect 
file filled with names systematically and 
in a well organized manner, the time 
will come when you have no one to see 
and that spells certain failure.” 
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HERE are dozens of ways to say “I 
love you”... . and there’s no time- 
limit on saying it... 

You can write it in your limping 
schoolboy hand and slip it in her Eng- 
lish book at recess .. . 

Or, you can come home from work one 
fine day with flowers, ora box of candy... 

You can take her walking at the mid- 
year dance, and pledge undying fervor 
in the moonlight .. . 

Or, you can say: “‘See here, old darling, 
you've worked hard — the kids are grown 
—let’s take a holiday...” 


hyesleun 


You can say it printed on a Valentine 
or engraved in a wedding ring; you can 
say it when you’re fifteen, or when you’re 
fifty... 

Or, you can say it by just signing your 
name to a certain piece of paper that will 
protect, as nothing else can, every single 
dream you two have ever had. 

This piece of paper is arrived at 
through your life insurance agent. Said 
agent is not moonlight, nor roses, nor 
sweet music, but he is the ablest citizen 
you can find in the fine art of guarantee- 
ing your future, and hers. 


September 17, 1943 


Don’t forget to say “I love you” 
whether your way, or ours — but if our 
way... 

please remember — 

that the difference between life insurance 
companies is significant. You will be wise, 
therefore, to do two things: (1) see a 
Northwestern Mutual agent before you 
buy; and (2) check with any of our 
policyholders, for they can tell you, bet- 
ter than we can, why no company excels 
Northwestern Mutual in that happiest of 
all business relationships . . . old custom- 
ers coming back for more. 


Wiutual 


MILWAUKEE, WISCONSIN 


THESE ARE TWO OF THE COLOR ADVERTISEMENTS BEING RUN AS 
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Lhe luckiest baby aline 


H §£ WAS BORN ina little brick hos- 
pital in a cool, green grove near the edge 
of town. His mother did very well, and 
his father as well as could be expected. 

They took him home to a little white 
house and in no time at all he was with- 
out any doubt the Most Wonderful Baby 
in Town. His father envisioned a varsity 
letter on his sturdy pink chest, but his 
mother was perfectly content to keep 
him just as he was: her baby. 

Yet that isn’t why he’s the luckiest 
baby alive. There’s another reason big- 
ger even than his parents’ love .. . a 
reason that means more today than ever 
before in the long history of mankind. 


He’s the luckiest baby alive because 
he’s an American. His chances of living 
in freedom, of growing up healthy and 
strong, of getting an education, of own- 
ing his own home, of retiring when his 
business life is run, are the very best in 
all the world. 

For to be an American is to inherit a 
great and traditional love of independ- 
ence .. . one of the reasons, we believe, 
that more Americans turn to life insur- 
ance than any other people on this earth. 

The way to turn — 
When you turn to life insurance remem- 
ber to check the difference between in- 


surance companies. . . . Simply, (1) see a 


Northwestern Mutual agent, and (2) find 
out from our policyholders the many 
excellent reasons why no company ex- 
cels Northwestern Mutual in that hap- 
piest of all business relationships . . . old 


customers coming back for more. 
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Help for Local Medical Expense Plans 


Insurance agents who do any volume 
of accident and health or hospitalization 
insurance business are not accustomed 
to looking with friendly eyes at the 
non-profit hospital association plans and 
the even more recent developments, the 
medical and surgical expense plans op- 
erating along lines similiar to the hos- 
pital groups. It is true that these com- 
parative newcomers to the field of insur- 
ance compete at some points with 
insurance facilities already available. 

Yet the threat of federal hospitaliza- 
tion and medical care proposals, par- 
ticularly in the Wagner bill, is so much 
more dangerous than any competition 
that could possibly come from hospital 
or medical care plans that it might well 
behoove regular insurance men, particu- 
larly those in the field, to give their 
aid or at least their sympathy to the fur- 
thering of the non-profit type of hospital 
and medical care setups. 

It is particularly the medical care 
plans that need nurturing at this point. 
The Blue Cross system of hospitai plans 
has made amazingly rapid progress in 
the last decade and seems to be well 
established on a successful basis. De- 
velopments in New York indicate that 
these plans can be made to provide not 
only semi-private accommodations but, 
at a lower cost, ward facilities for the 
vast numbers who find the semi-private 
plan’s cost too steep and yet want to 
pay their way rather than being the re- 
cipients of charity. 

The medical expense insurance plans, 
however, are having much tougher sled- 
ding, partly because doctors are quite 
properly extremely jealous of the ethics 
of their profession. Other factors are 
the high cost of really comprehensive 
plans for insuring medical care, the fact 
that there is such a diversity of views 
on the proper setup, and the lack of 
adequate capital for any venture to get 
rolling in a well established way and 
prove itself successful. 


Such experience as there has been in- 
dicates that the only practical plan is 
one which works in very close coopera- 
tion with the doctors in the community. 
A commercial organization, even though 
local in character, is impracticable, as 
the doctors for ethical reasons would 
not work with it. A national organ- 
ization, even though entirely non-com- 
mercial and controlled by the medical 
profession would also face prohibitive 
obstacles, regulation and _ policing 
must be done locally if possible abuses 
are to be kept under control. 
ample, if a doctor were disposed to take 
advantage of a medical expense plan in 
order to pad his bill no one but another 
doctor could very well call the matter 
to his attention and it could much better 
be handled locally than through some 
national organization. 

Analysis of the Wagner bill indicates 
that its real selling point is medical and 
hospital care and that much of its ap- 
peal will depend on the ability of its 
backers to put across the desirability of 
a federalized medical and hospital care 
program for all. Since the bill 
poses to raise the social security tax to 
12%, equally divided between employer 
and employe, and since deductions for 
income taxes will certainly continue 
heavy for many years to come, there 
grave private 
plans of insurance against expenses of 


as 


For ex- 


pro- 


is a question whether 
sickness and accident, whether offered 
by private companies or _ non-profit 
plans, could survive on anything like 
the present scale. The hospital associ- 
ation plans could of course offer supple- 
mentary coverage in addition to what 
would be provided by the federal plan 
but their overhead would be the same 
as it is now on a much smaller premium. 
The same situation would apply to 
group hospitalization and group accident 
and health plans offered by insurance 
companies, which would have to be sup- 
plementary to federal coverage. 


Working Toward Greater Permanency 


We are making decided progress in 
the agency procedure of life companies, 
inasmuch as the executives are coming 
more and more to realize that the per- 
manency of the business, its greatest 
usefulness for the future and the more 
friendly attitude of the public toward 
will depend on the character of sales- 
that are sent into the field. The 
committee that has been studying com- 
pensation plans for its 
calculations and recommendations on the 


men 


agents bases 


thought that it is proposing a plan for 
agents 
deeply interested in their business, who 
are qualified to sell it, who have the 
ability to diagnose life insurance needs 
and to fit life to 
them. This committee very 
firmly that fit and responsible agents 
should be representatives of any com- 


persistent of quality who are 


insurance contracts 


believes 


pany. 
The companies that are seeking the 
right kind of men are employing them 


on the understanding that they are en- 
tering the business seriously and intend 
to stay with it. It is not a temporary 
expedient. Therefore the agents who 
produce quality business, who can ren- 
der the right kind of service and who 
intend to stay in the business should 
be rewarded. 

Many companies in casting up their 


accounts and studying the statistics find 
that they have fewer salesmen in the 
field today and yet their new business 
is increasing, showing that there is a 
gradual weeding out of the unfit and 
unqualified. It will be a happy day 
when all field men will indeed be re- 
garded as life insurance counsellors of 
the highest order. 








PERSONAL SIDE OF THE BUSINESS 





H. K. Lindsley, president Farmers & 
Bankers Life, Wichita, is recuperating 
from a minor operation at Mayo hos- 
pital, but is remaining at a Rochester 
hotel for a week or so awaiting full re- 
covery. His son, Robert, manager of 
the company’s radio station KFBI, was 
on hand for the operation but returned 
to Wichita. 

Charles H. Kahn, general agent at 
Fort Worth, Tex., for Ohio National 
Life, appeared in a two-column picture 
in the Fort Worth “Star-Telegram” as 
a lapel decoration was being fastened 
upon him because he purchased $50,000 
in war bonds at the Junior Chamber of 
Commerce “Law West of the Pecos” 
court. He made the purchases in behalf 
of Ohio National Life. 


C. Runcie Clements, board chairman 
National Life & Accident, has been 
named chairman of the advanced gifts 
division of the community and war chest 
campaign in Nashville. 

H. A. Behrens of Chicago, president 
Continental Assurance and chairman of 
the board of Continental Casualty, ar- 
rived in his office in Chicago last week 
to take up his duties of the year after 
spending the summer at Sun Valley, 
Ida., where he has a ranch, and at his 
place on Belvidere Island, San Fran- 
cisco Bay. M. P. Cornelius, president 
Continental Casualty, and vice-president 
Continental Assurance, is also on the 
job, having spent part of the summer 
at his place in the Flambeau Lake re- 
gion in Wisconsin. 

Colonel Joseph Button, former Vir- 
ginia commissioner, now living in re- 
tirement in Richmond, is recuperating 
from a severe attack of pleurisy which 
he suffered during the summer. He 
spent a portion of the summer on his 
country estate in Appomattox county. 

A. Ellison Rumsey, Penn Mutual 
agent at Waterloo, Ia., is celebrating in 
September his 45th anniversary with the 
company. From 1905 to 1938 he was 
general agent at Waterloo and in 1938 
vave up management work to continue 
in the field. He was one of the well- 
known Rumsey brothers, the others be- 
ing Hugh E. Rumsey, J. Murray Rum- 
sey and C. H. Rumsey. Between them 
they operated Penn Mutual agencies in 
Iowa, at Sioux City, Des Moines and 
Waterloo, A. E. Rumsey was first at 
Sioux City then joined his brothers at 
Des Moines and afterwards went to Wa- 
terloo to establish an agency. Between 
1917 and 1938 he was general agent at 
Waterloo. 

Virgil A. Marshall, general agent at 
Fairbury, Neb., for the Bankers Life 
Insurance Co. of Lincoln, recently com- 
pleted 20 years’ service. He has been 
general agent at Fairbury since 1927, and 
operates in 20 counties with 30 agents. 
His agency has repeatedly headed the 


production list of the company, and dur- 
ing the first eight months of 1943 it 
wrote over $1,829,000 new business, or 
more than double that of any other com- 
pany group. 


W. M. Rothaermel, vice-president of 
Pacific Mutual Life, is on an eastern trip 
on agency business and also attending 
this week the Pittsburgh convention 
of the National Association of Life Un- 
derwriters. 


Homer Jamison, Oklahoma state man- 
ager of Equitable Society, who was 
confined to the hospital for two weeks 
was able to be taken home and is re- 
cuperating. 

C. J. Iredell, the Penn Mutual Life’s 
associate general agent at Cincinnati 
on Sept. 1 celebrated his 50th anniver- 
sary with the company. In 1938, after 
28 years as a general agent, he had asked 
to be relieved of management responsi- 
bilities and resigned as general agent, 
but continued his record of 45 years in 
the field. 

Mr. Iredell is the son of J. W. Ire- 
dell, Jr., who was superintendent of 
western agencies from 1872 to 1886 when 
he became general agent at Cincinnati, 
in 1910 passing on the agency to his 
son. The father died in 1921 after 49 
years with the company. 


W. J. Slack, manager of Metropolitan 
Life in Kansas City, celebrated his 25th 
anniversary by acting as host to 25 Kan- 
sas City business and professional men 
at a dinner. He wore a diamond pin 
presented by the company. Mr. Slack 
started his business career as a news- 
boy in Kansas City. After experience 
as an office boy and then bookkeeper, 
he joined Metropolitan in 1918. He 
worked at Wichita, Sioux City, Ia.; Pop- 
lar Bluff, Mo.; Nashville and Chatta- 
nooga, returning to Kansas City in 1928. 
His agency is 32nd among the com- 
pany’s 880 agencies in the U. S. and 
Canada, and he personally is the lead- 
ing producer among managers. 


N. E. Glassbrook, district manager of 
the Ohio National Life for Michigan, 
Illinois and Indiana, is being honored 
Sept. 17 at a home office function in Cin- 
cinnati to be attended by the division’s 
field forces and by company officers and 
directors, on his 25th year with the com- 
pany. 

There will be a reception and dinner 
culminating earlier observances through- 
out the division. The company sent Mr. 
Glassbrook a check for $100,000 which is 
being invested in war bonds to assist the 
Lansing Exchange club’s part in the war 
loan drive. Mrs. Glassbrook will attend 
with her husband. 

B. A. Burkart, office manager and 
brokerage supervisor for John Hancock 
in the Indianapolis general agency, cele- 
brated his 30th year in service and was 
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AND GET - MARRIED ec ” 


honored at a testimonial luncheon given 
by Dan W. Flickinger, general agent. 


William H. Ryan, 83, formerly with 
the Hugh E. Rumsey agency in Des 
Moines and later general agent of Penn 
Mutual Life in Brooklyn, died at his 
home in Portland, Conn. 

P. Raymond Garrison, 62, Montclair, 
N. J., who retired as manager of Pru- 
dential’s 217 Broadway office in New 
York City in 1940, died in an East Or- 
ange hospital after several months ill- 
ness. He had never fully recovered from 
a heart attack sustained in 1938. Mr. 
Garrison started as a clerk at the home 
office in 1901. Six years later he be- 
came cashier of the New York ordinary 
agency and in 1910 was appointed super- 
intendent of agents there. He became 
assistant manager of the 217 Broadway 
office, the company’s largest in New 
York at the time, in 1924 and manager 
five years later. After his retirement, 
the office was discontinued and the busi- 
ness divided among other agencies. A 
brother, F. S. Garrison, is secretary of 
rravelers Indeninity. ; 











T. C. Rafferty, 80 years of age, well 
known life insurance actuary, died in 
Chicago. He was a graduate of Lehigh 
University and was a consulting actuary 
in Philadelphia for some time. He then 
went west and became actuary for Stand- 
ard Life of Decatur, Ill. He moved to 
St. Louis when, the executive offices were 
taken there, and about the time Standard 
Life was merged with International Life 
of St. Louis, in 1924, he became actuary 
tor International. When International 
was reinsured by Missouri State Life, in 
1928, Mr. Rafferty became a member of 
the actuarial staff of the latter company. 
He resumed private consulting work in 
St. Louis several years ago. 

A. P. Burke, for a number of years 
associated with the Palmer agency of 
National Life at Lincoln, Neb., died 

ug, 28, 
ar det 400 life companies are shown in 

I nique Manual-Digest. Only $5. 


DAD HAD PROVIDED FOR MOTHER 
INSURANCE ——-WE COULD GO AHEAD ~ 


Attempt to Recover 10 
Years After Lapse, Ohio 
Court Calls Ingenious 


Under a decision of the Ohio court of 
appeal a beneficiary lost an attempt to 
collect under a $10,000 policy that was 
lapsed 10 years previously. 

Homer H. Shank was the assured. He 
got the policy Oct. 19, 1929, it being 
dated Sept. 8, and gave his promissory 
note for the first premium, The insurer 
contended that the second premium due 
Sept. 9, 1930 was never paid. Shank 
died June 1, 1931. Shank made various 
fractional payments on the note, some 
being credited to principal and others to 
interest, but Mrs. Shank’s attorney, 
David A. Guberman of Columbus, 
argued that these payments constituted 
payments on the second premium. The 
last such payment made by Shank was 
on Oct. 18, 1930. Union Central noti- 
fied Shank Nov. 6, 1930 that the policy 
had lapsed on Sept. 9. Guberman ad- 
vanced the theory that such notification 
misled Shanks and prevented him from 
paying the amount remaining due on the 
second premium. Mrs. Shank brought 
the suit in 1941. 

Guberman filed three briefs aggregat- 
ing 65 pages. Among other things he 
argued that the promissory note was an 
illegal investment for an insurer. The 
court counted that one out. Guberman 
“has gone,” the court stated, “to great 
lengths in discussing many abstruse 
principles of insurance law, which do not 
seem to the court to be remotely con- 
nected with the case.” 

“We are under obligations to Guber- 
man,” the court stated, “for furnishing 
us an interesting discussion of insurance 
law in reference to the payment of pre- 
miums and the cancellation of a policy 
for its nonpayment, but he failed to con- 
vince us that the policy was in force” at 
Shank’s death. “We cannot escape 
the conclusion that counsel’s ingenuity 
convinced himself that he might recover 

after nearly 10 years had passed 
since the death. . .” 

Arnold, Wright, Purpus & Harlor rep- 
resented Union Central. 








Earl F. Colborn, who in civilian life 
is general agent at Rochester, N. Y., for 
Connecticut Mutual Life, has been pro- 
moted to major in the army air forces. 
He entered the service as captain in Au- 
gust, 1942, and has been stationed at 
Morrison Field, West Palm Beach, Fla., 
as officer in charge of the insurance and 
travel bureau of the Caribbean wing. 
Major Colborn is a former trustee of the 
National Association of Life Under- 
writers. 

E. A. Binder, formerly of the home 
office personnel of Occidental Life of 
California, who now is in the armed 
forces, was a visitor to the home office. 


Capt. Roland F. Wooten of the army 
air forces, who was connected with Ma- 
ther & Co. of Philadelphia before his 
enlistment, on leave in that city after 
more than 100 operational flights over 
enemy areas, expressed the opinion the 
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Luftwaffe pilots are very good. He 
holds the Distinguished Flying Cross 
and Air Medal with two clusters. 


Lieut. Robert M. Tedlock, former 
member of the home office staff of Gen- 
eral American Life, is a pilot on a flying 
fortress and has been on 50 bombing 
raids over France, North Africa, Pantel- 
leria, Sicily and Italy. He is on leave in 
St. Louis. 

Charles LaBarge, former St. Louis 
superintendent for Prudential, is a com- 
mander in the navy. He rose from ap- 
prentice seaman to ensign in the former 
war, remained in naval reserve for 20 
years and reentered the service in 1940, 
seeing much action in Attu, Iceland and 
training at Camp Farragut, Idaho. 

Marc D. Royals, group assistant for 
six years in the ‘Travelers’ Chicago 
branch office is to be inducted into the 
army Oct. 4. 

Capt. Rufus Fort, Jr., former agency 
secretary of National Life & Accident, 
recently was promoted from first lieu- 
tenant at the army’s fourth service com- 
mand in Atlanta. 





Acacia Mutual Well 
Toward $500,000,000 


MILWAUKEE—Le Roy F. Bond, 
manager of the Milwaukee branch of the 
Acacia Mutual Life, announces that the 
branch is continuing its sharp gains in 
new paid business and that reports from 
the home office indicate that the field 
force is far ahead of the $500,000,000 





pledge to honor President William 
Montgomery on his 50th anniversary as 
directing head. Sales eclipsed all rec- 
orders tor August, being 149% ahead of 
the same month last year and amount- 
ing to $5,730,802. At the same time, 
lapses reached an all time low and death 
claims declined. 

The net gain in insurance in force for 
the six months was $19,000,000, an in- 
crease of 83% over the same period last 
year, bringing the total on June 30 to a 





COMBINED OPERATIONS 


Atlantic's new Agents’ compensation 
plan under which our sales representatives 
are paid a salary, plus first year and re- 
newal commissions, is meaning victory for 
our field forces. It combines incentive with 
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new all time peak of $487,000,000. 

Business paid for by the Milwaukee 
branch was $1,009,000 for the first eight 
months, a gain of 300% compared with 
the first eight months of 1942. 

Mr. Bond announces that through his 
and Unit Manager Leonard Wolfe’s ef- 
forts, the branch has grown from one to 


12 men: E. R. eae" A. C. Tawney, 
P. A. Brice, G. C. Lord, C. F. Manning, 
Leon Abel, K. S Kusterman, W. W 
Oestreich, C. A. Forbes and A. M. 


O’ Rourke. 


—_ 


Sterling of Chicago Now 
Has $700,000 Capital 


The Sterling of Chicago has increased 
its capital from $200,000 to $700,000 by 
the declaration of a stock dividend of 
$500,000. It had net surplus above 
capital of $853,596. The Sterling as of 
Dec. 31 had assets $1,766,634. It writes 
health, accident and life insurance. 


Will Continue Dog Calendar 


The popular Massachusetts Mutual 
“doggy” wall calendar, the five earlier 
issues of which have been sought after, 
will again be published for 1944, serving 
as a constant reminder of the company 


and of the agent whose name will ap- 
pear at the foot of the calendar. This 
advertising item is made available to 
agents on a cooperative cost-sharing 
plan. 

Army dogs with their trainers, super- 
imposed on the “V-for-Victory” on the 
cover page, set the pace for the 12 
monthly sheets portraying pictures of 
thoroughbred citizens of dogdom. The 


breed of dog shown will be indicated on 
each monthly sheet, and more complete 


information regarding the history and 

nature of the breed will be given on 

the inside back page. 

Challenges Company Sale 
LINCOLN, NEB.—Attorneys for 

Mrs. Norma R. Risk asked Insurance 

Director Fraizer to set aside action of 


his predecessor in office, Charles Smrha, 
approving the reinsurance contract by 
which Republic Life of Texas reinsured 
business of American Annuity of 
Omaha, and to hold that officers of latter 
society acted without legal authorization 
by its policyholders. In a brief filed it 
is claimed the evidence brought out at 
a hearing some months ago sustained 
her charge that minutes of meetings 
held falsely reflect what was done. Of- 
ficers of American Annuity claim that 
although the action challenged was not 
taken at an annual meeting, but at an 
adjourned meeting, they were empow- 
ered to act. 


Millen Company President 


Herbert E. Millen, assistant director 
of public safety in Philadelphia, has been 
elected president of the Provident Home 
Industrial Mutual Life. Other officers 
elected were Joseph A. 
vice-president and secretary; S. H. Mor- 
ris, vice-president; Lonnie Polk, vice- 
president and regional district manager; 


White T. Carroll, treasurer; J. 
Hooper, manager of production, and 
Charles J]. Clark, director. 
Commonwealth Life Dividend 
Commonwealth Life of Louisville di- 


voted the regular dividend of 
15 cents a share on 150,000 shares of 
common stock outstanding, for distribu- 


rectors 


tion Sept. 15 to holders of record Aug. 
31. W. C. Dabney, Louisville, indus- 
trialist, was elected a director. 
Report on State Farm Life 

A convention examination has been 


made of the State Farm Life of Bloom- 
ington, Ill., as of Dec. 31. The assets are 
$7,558,283, capital $300,000, contingency 
reserve $50,000, net surplus $962,240. The 


examiners found the company in a sound 
. 


Faison, executive 
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financial position, the ratio of assets to 
total liabilities excepting capital and spe- 
cial surplus funds is 1.21. The examiners 
says the company is conservatively and 
honestly managed. Its premium income 
last year was $2,145,812, total income $2,- 
825,481, paid policyholders $455,209, total 
disbursements $1,354,874, insurance in 
force $102,635,698 compared with $86,- 
345,380 the year previous. 


Starts Christmas Campaign 


Western Life of St. Louis has opened 
its Merry Christmas campaign. All busi- 
ness written between Sept. 1 and Nov. 
15 will qualify for prizes. A_ special 
Christmas bonus will be distributed on 
the basis of 1942 business that renews 
this year. It is celebrating its golden 
jubilee this year. 





AMONG COMPANY MEN 





Meyers Named by 
General American 


Walter G. Meyers has been named of- 
fice supervisor for General American 
Life to direct agency development in II- 
linois. 

Mr. entered life insurance in 


Meyers 





W. G. MEYERS 


1934 and soon won recognition as a per- 


sonal producer and supervisor. He was 
appointed field assistant for Equitable 
Society at Rockford, Ill, in 1936 and 


advanced to district manager at Spring- 
field one year later. In 1939 he headed 
a central Illinois district for Massachu- 
setts Mutual, which position he relin- 
quished in 1942 to join Rockford Life 
as agency supervisor. 

Mr. Meyers has held offices in the 
as national committeeman in the Jack- 
sonville and Springfield life underwriter 
associations in 1941 he was chairman of 


the community chest drive in Jackson- 
ville, 
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Dr. Wall to American 
National Post 


Dr. Dick P. Wall of Galveston, has 
been elected medical director of Ameri- 
can National. Although Dr. Wall will 
continue his private practice in the city, 
he will devote the necessary time to 
his new duties to assure the proper 
functioning of the medical department. 
He takes the place of Dr. A. S. Irving, 
who has become medical director of 
Commonwealth Life. 





Snyder With Ky. Home Mutual 

J. Herbert Snyder, 
agent at Louisville for Minnesota Mu- 
tual Life, has joined Kentucky Home 
Mutual Life in the head office agency de- 
partment. Mr. Snyder’s entire business 
career has been in sales promotion work. 
tHe was at one time sales manager for 
the Central Glass Company and entered 
the insurance business in 1922. In 1925 
he became Minnesota Mutual general 
agent and made a splendid record. He 
attended Purdue University. 


former general 


State’s Defender Named 

The Iowa state executive council ap- 
pointed Ralph Graber, Des Moines at- 
torney, as a special assistant attorney 
general to defend the state in a suit 
brought by Mutual Benefit Life to en- 
join the collection of state premium taxes 
on paid-up insurance. The suit is a test 
case to clarify the state laws on premi- 
um taxes. 


Army Officer Portland Speaker 
PORTLAND, ORE.— Capt. James 
Flack of the army spoke at the monthly 
dinner of the Life Managers Associa- 
tion of Oregon on national service life 
insurance and the service which can be 
rendered to service men after the war. 


Arnold Dewar, manager for West 
Coast Life at Shanghai, China, who was 
interned by the Japanese, is among 
those Americans being repatriated. He 
is expected to arrive in New York 
shortly on the M. S. Gripsholm where 
his wife and daughter are awaiting his 
return. 


ery insurance 


ction to Lutheran 


New York. Write today 


WSURANCE company 


AVERLY, ! 


Life Insurance Pursues 
Its Regular Course 


Much is being written, thought, and 
spoken these days about post-war plan- 
ning. Sooner or later, something will be 
done about it. In the meantime, without 
fanfare, without the heavy wrinkling of 
academic brows, without political con- 
sideration, without necromancy or crys- 
tal-gazing or resort to the stars, life 
insurance goes on as the living exem- 
plification of long-range economic plan- 
ning for hundreds of thousands of in- 
dividuals and families. It is to the great 
glory of you and your associates that 
you have a part in this work. It is to 
your greater glory that you are taking 
an even larger part with each passing 
month.—Wallis Boileu, Jr., second vice- 
president Penn Mutual Life. 


Toledo Cashiers Gather 


First meeting of the fall season for the 


Toledo Life Agency Cashiers Associa- 
tion was held Wednesday. 
Chicago Wins Prize 

The ‘“Managers’ Magazine” trophy, 
awarded annually for the most out- 
standing accomplishment by general 


agents’ and managers’ divisions through- 
out the country, has been won by the 
life agency managers of Chicago for 
the outtsanding job done by any man- 
agers group during the current year. 

Formal presentation was made by C. 
H. Orr, of the National Life at Phila- 
delphia, Sept. 15 at Pittsburgh, where 
the National Association of Life Under- 
writers held its annual convention. This 
trophy was accepted in behalf -* the 
Chicago organization by its president. 
Earl M. Schwemm, Great West Life. 
This is the second straight year that 
this award has been made to the Chi- 
cago group. 
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LIFE AGENCY CHANGES 





Kurtz Manager in Maine 
for Equitable Society 

At a dinner attended by the Maine 
representatives of Equitable Society at 
Portland, Me., the. appointment of E. 
LeRoy Kurtz as new agency manager 


EK. LEROY KURTZ 


for Maine was announced by ‘Second 
Vice-president A. B. Dalager, in charge 
of field organization. Mr. Kurtz succeeds 
the late Fred C. Roelle who had served 
as agency manager for Equitable for 14 
years. 


Started in 1924 


Mr. Kurtz was born in Philadelphia, 
attended the University of Pennsylvania 
and Northwestern University. He started 
his insurance career as an agent for 
Equitable in Philadelphia in 1924, ad- 
vanced to assistant manager and was 
then transferred to the home office as 
field instructor. For the past five years 
he has been successful in the appointing 
and developing of agents. In 1930 he 
received the C. L. U. award. 

Following the formal announcement of 
the appointment, Mr. Dalager presented 
Mr. Kurtz to the Maine organization and 
the latter in a brief word of greeting 
spoke optimistically of the possibilities 
for the extension of life insurance busi- 
ness throughout Maine in view of the 
current unprecedented industrial expan- 
sion. Responses in behalf of the agency 
staff were made by W. E. Smith, Max- 
well Rappaport, Miss Claire A. Dostie 
and J. G. Spofford, cashier of the agency. 





Sun Life’s Western Changes 


Arthur M. Weaver has been named 
branch manager for Sun Life of Canada 
in Portland, Ore. He succeeds Jack A. 
Moore, who has been transferred to San 
Francisco to manage the branch there. 
Mr. Weaver goes from Kansas City. 


Blagbaugh Made Consultant 


T. L. Fowler, general agent, Union 
Central, Boston, announces the appoint- 
ment of Vernon E. Blagbaugh as bro- 
kerage consultant. He is professor of 
insurance at Boston University and 
chairman of the insurance program there. 
He has taught for six years at the uni- 
versity and during all that period has 
also been doing consultant work with 
agents in Boston in business insurance, 
pension trusts, and other special fields. 


Farley with American Mutual 


Lyle H. Farley has been named gen- 
eral agent of American Mutual Life at 
Milbank, S. D. He has been general 
igent of Midland National Life of 
Watertown and had been with that 
company more than 20 years. 


Returns to the South for 
the Protective Life 





PHILADELPHIA—Harold S. Ma- 
son is returning to the south to accept 
the position as 
group disability de- 
partment manager 
for the Protective 
Life of Birming- 
ham. He began his 
life insurance ca- 
reer with the Trav- 
elers in Charlotte, 
N. C., in 1929, was 
transferred to its 


Philadelphia office 
as assistant man- 
ager in 1931, re- 





maining in that ca- 
pacity until 1940 at 
which time he _ be- 
came manager of the Continental Ameri- 
can Life in its Philadelphia branch. In 
his new connection he will have charge 
of production in Virginia, North Caro- 
lina and Tennessee and will operate tem- 
porarily from his new home at Reids- 
ville, just outside of Greensboro, N. C. 


H. S. Mason 





Anderson Heads New Conn. 
Mutual Agency in Miami 


Connecticut Mutual Life has appointed 
Frank R. Anderson general agent of a 
new agency established by the company 
in Miami, Fla. 

Mr. Anderson is an engineering gradu- 
ate of Institute of Technology. He en- 
tered life insurance in 1934 with Guar- 





FRANK R. ANDERSON 


dian Life in Atlanta. After four years 
of personal production he became field 
manager for Reliance Life. 

In 1940 Mr. Anderson became asso- 
ciated with the Atlanta agency of Con- 
necticut Mutual, and as supervisor won 
the award which goes to the company’s 
leading supervisor in organization devel- 
opment in 1942. Mr. Anderson has qual- 
ified for all company conventions and 
is a member of the Dependables, com- 
pany honor organization. He is also 
a charter member of the Leaders Round 
Table of Georgia. 





Sieving Associate General 
Agent with Henderson 


Victor M. Sieving has been appointed 
associate general agent of the E. E. 
Henderson general agency of Pacific 
Mutual Life in Chicago and will make 
his headquarters in Aurora, Ill. He will 
have supervision of that portion of the 
Henderson agency territory. 

Mr. Sieving has been a very success- 
ful agent of. Pacific Mutual, being a 
member of the Weekly Production Club 


for over 335 weeks. He was with Con- 
tinental Illinois Bank & Trust Co. for 
eight years, assistant cashier Hyde Park, 
Ill., bank for a year, then with the audit- 
ing department of Zurich as manager 
for a year. Seven years ago he had sold 
scarcely any insurnce. In the interim 
he has sold $1,000,000. He bought $23,- 
000 of life insurance before starting to 
sell it. He also owned and operated a 
grocery store in Oak Park, IIl., for 12 
years, and joined the Henderson agency 
in 1935. He is very active in religious 
and civic work. Mr. Sieving paid for 
$527,000 of business in year which closed 
in July, taking 10th place among all the 
company’s agents. 


Little Meridian Manager 

H. S. Little has been appointed district 
manager of the Lamar Life of Jackson, 
Miss., at Meridian, Miss. He is a native 
of DeKalb, Miss. He graduated from 
Mississippi State College. Mr. Little 
taught school for four years and then 
entered life insurance. For the last few 
years he has been a salesman of athletic 
equipment but now is reentering the in- 
surance business. 


H. D. Atkins Promoted 


H. D. Atkins has been appointed home 
office representative in the ordinary de- 
partment of the Life & Casualty of 
Nashville covering the entire southeast- 
ern territory. He has been working for 
some time as special ordinary agent with 
the agents in Florida, Savannah and Al- 
bany in Georgia, and Florence, Charles- 
ton and Columbia in South Carolina. He 
is a graduate of Yale and started with 


the Connecticut General in Newark, 
N. J., in 1922. He moved to Florida 
in 1925 to be general agent for the 
Fidelity Mutual Life, and in 1930 went 
with the Sun Life of Canada as dis- 
trict manager. He left insurance but 
returned in 1933, later going with the 
Equitable Society. He joined the Life 
& Casualty, July 1, 1937. 

George E. Sego, who was formerly 


associated with the Iowa Insurance 
Service Bureau and who recently re- 
ceived a medical discharge from the 


army, has joined the agency organiza- 
tion of Sun Life of Canada in Des 
Moines. 


SALES MEETS 


Woody Group Has Outing 
at Elkhart Lake, Wis. 


Members of the Warren V. Woody 
agency of Equitable Society in Chicago 
enjoyed a two day outing and business 
session at Elkhart Lake, Wis. Vice- 
president Vincent Welch was the fea- 
tured speaker. Also on the program 
were Andrew Shea, Equitable manager 
at Minneapolis, Philip B. Hobbs, Chi- 
cago manager, and Elmer Carson, Mil- 
waukee manager. 

Just prior to the Woody gathering 
Mr. Carson conducted a meeting for the 
Milwaukee organization at Elkhart Lake. 
Mr. Woody attended that gathering and 
gave a talk as did Mr. Shea. 

Mr. Hobbs and Harry T. Wright, who 
is past president of the National Asso- 
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ciation of Life Underwriters, returning 
from Elkhart Lake, made a quick change 


of shirt at Chicago and went on to 
Pittsburgh for the N. A. L. U. conven- 
tion, arriving there Sunday morning. 
Mr. Hobbs is an N. A. L. U. trustee. 


Des Moines Agency Meeting 

A district meeting of the Des Moines 
agency of Mutual Life of New York will 
be held in that city Sept. 25. Thomas B. 
Read its manager, will preside. Home 
office representatives will attend. 


Confer in Oklahoma City 

A statewide agency meeting of John 
Hancock Mutual Lite will be held in 
Oklahoma City Sept. 24 with Raymond 
Deston of the home office agency de- 


FieNATIONAL 


partment as major speaker. This will 
be an all day meeting with a luncheon. 


Lundgren Wichita Speaker 

Henry W. Laffer, Northwestern Mu- 
tual general agent at Wichita, held an 
agency meeting of district agents from 
the western part of the state, honoring 
W. W. Lundgren, assistant director of 
agencies from Milwaukee, who gave an 
address. The usual fall meeting has 
been discontinued for duration. 


Eickhoff Addresses Agents 

Waldemar E. Eickhoff, general agent 
at Fort Wayne, Ind., for Indianapolis 
Life, discussed service and sales methods 
at a meeting of the company’s leading 
Indiana agents in Indianapolis. 


AS SEEN FROM CHICAG 





EASTON LEADS HOME 

H. S. Easton of the A. R. Klein gen- 
eral agency of Home Life of New York 
in Chicago led all of Home Life's agents 
in sales for August. The Klein agency 
finished second among all agencies and 
is in seventh position for the year to 
date. 





MEDINAH BID BY UNION CENTRAL 

Union Central Life, which has had a 
$600,000 mortgage on the Medinah build- 
ing at 505 North Michigan avenue, Chi- 
cago, was the only bidder for the build- 
ing at a sale the other day. It made a 
bid of $350,000 which must be confirmed 
by the federal court. The federal trus- 
teeship will soon end and a receiver will 
be appointed. 

The Medinah building was a boom 
time promotion and cost $8,000,000. It 
soon went into receivership and was re- 
organized in 1936. Foreclosure was 
started in 1942 when the building de- 
faulted on taxes of $250,000 and _ failed 
to make payments on the mortgage. 
SCHWEM™M ALL-TIME RECORD 

The Earl M. Schwemm agency of 
the Great-West Life in Chicago is hav- 
ing the best year in its history. New 
placed business as of Sept. 10 totaled 
over $7,500,000. This represents an in- 


NEWS OF LIFE 


crease of 56% compared with the same 
period in 1942, which was the agency's 
previous best year on record. Chicago 
continues to lead all the company’s 
United States and Canadian branches, 
as during the previous five years. Great- 
West Life as a whole reports an in- 
crease of more than 30% in new placed 
business for 1943 to date compared with 
the corresponding period for 1942. 
SCHULEIN SILVER JUBILEE 

R. A. Schulein of Chicago is celebrat- 
ing his silver anniversary in the service 
of the New York Life having started as 
an agent in 1918. He has represented 
the company ever since in the Chicago 
district, having become senior Nylic in 
1938. He has a number of times been 
a member of the field clubs. Some years 
ago he completed 1,000 weeks of con- 
secutive weekly production. 





CASHIERS HEAR HEIN, HELLER 


War time claim settlements was the 
theme of the meeting of the cashiers di- 
vision of the Chicago Association of 
Life Underwriters Sept. 15. The speak- 
ers were H. E. Hein, supervisor of 
claims for the State Mutual Life, retir- 
ing president of the International Claim 
Association, and R. T. Heller, assistant 
secretary of Prudential and supervisor 
of claims. 


ASSOCIATIONS 





Swain Buffalo President 

An error was made in a recent ar- 
ticle stating that P. G. Lapey is presi- 
dent of the Buffalo Life Underwriters. 
H. W. Swain, assistant manager of the 
Travelers now president in Buffalo. 
He joined the company in 1930 as field 
assistant and became assistant manager 


is 


in 1938. 
= ” — 
Salt Lake Citys Harry J. Syphus, su- 
perintendent of agents Beneficial Life, 
spoke on “Wives—What About ‘Em?” at 
meeting. He said 90% of family income 


Was spent by women, and fully the same 
percentage of women were made the 
beneficiaries of all life policies. He urged 


the wives of insurance men everywhere 
to make ample provision in the family 
budget for payment of life policy pre- 
miums. Deputy Commissioner FE. H. 


Howells spoke briefly. F. M. Kelly, mem- 
bership chairman, reported increase of 
31 to a total of $7. President J. H. 
Tomlinson presided. J. W. Lawrence, 

Prudential, was in charge of entertain- 
ment. 

Topeka The first fall meeting was 
addressed by Frank Parker, associate 
veneral agent New England Mutual, on 
“Getting Business From Old Policy- 
holders,” President John McClung an- 
nounced committee appointments, chair- 


men being: W. H. Waters, 


program; Arch 


Horton, membership; A. L. Sowers, meet- 
ings; Sherman Huff, education and pub- 
licity; E. D. Clithero, by-laws and legis- 
lation; W. R. Matney, business standards 
and conservation and Louis Smith, 
finance. Pendleton Miller heads the spe- 
cial war bonds committee. 

Oklahoma City In the campaign to 


contact 1,000 business firms to sell salary 
allotment war bond purchases, George 
Summy, Phoenix Mutual, is chairman. 
Los Angeles—For the last two years 
the association, with the support of the 
Life Insurance Managers Association, has 
carried to the public, through advertis- 
ing in the daily of the city, the 
message of life insurance in respect to 
the part it playing in the war effort. 
During 1942-43 the daily press carried 
five display ads and in late 1943 four dis- 


press 


is 


play ads, total display space being 360 
column. inches, Every ad pointed out 
how the insurance premium dollar paid 


by policyholders was working effectively 


in aiding the war effort on all fronts, 
and urged buying war bonds. 
Milwaukee — Monthly luncheon meet- 


ings will be resumed Sept. 23. 
is. C, 


President 
Green, Metropolitan, will announce 


his new committees. Westley Tuttle, 
Northwestern Mutdal, has been named 
chairman in industrial groups in charge 
of payroll solicitation of war bonds. 
Divisional leaders are R. M. Forester, 
Mutual Benefit; Norman Scott, Metro- 


politan; William Pryor, Connecticut Mu- 


tual, and Donald Doring, Prudential. 
Cedar Rapids, Ia.—Hugh S. Bell, gen- 
eral agent in Seattle for Equitable Life 


of lowa, spoke on “The Rainbow of Suc- 
in Life Underwriting” at the first 
meeting, which attended by 44. 
George H. Parham 
elected president; H. W. Slack, 
vice-president; C. KE. Stephenson, secre- 
tary; W. L. Callum, Jr., treasurer. Robert 
R. Romeo retiring president. 
Kentucky — W. Ray Moss, 
was reelected president; W. 
Louisville, secretary; 


Paducah; Arnold, 


CeSS 
fall 
Wilmington, N.C. 


Was 


has been 


is 
Louisville, 
H. Lausman, 
Cecil Draffen, 
Ashland; M. J. 





Morgan, Lexington, vice-presidents, and 
M. O. Woodward, national committeeman 
for three years. 


Des Moines, Ia.—The first fall meeting 
will be heid Sept. 24 at Moines Golf 
& Country Club. L. E. Graber, Travelers, 
is president. A golf tournament will be 


Des 


held in the afternoon and a dinner in 
the evening to which ladies will be in- 
vited. There will be a guest speaker 


included on the program. 

Baltimore—At the annual meeting, 
Clayton Demarest, Jr., general agent At- 
lantie Life, was elected president. Last 
year he was first vice-president. 

Other officers and directors elected 
were: First vice-president, Richard L. 
Hyde, Northwestern Mutual; second vice- 
president, Lewis C. Richards, general 
agent Sun Life of Canada; secretary- 
treasurer, George S. Robertson. Direc- 
tors: Purl E. Ansel, manager Monarch 
Life! J. Lacy Bradley, New York Life: 
taymond H. Codine, National Life of 
Vermont; David Goodman, manager 
Metropolitan; Charles A. Kratz, Fidelity 


Mutual; FP. H. Yeoman, general agent 
Home Life of New York. 

Harry N, Stadler, retiring president, 
was elected chairman of the board. 
James P. Graham, Jr., general agent of 
Aetna Life, was elected national execu- 
tive committeeman. P 


Richmond, Va.—R. Mclilwaine Frazer, 
president, has appointed committees, the 
chairmen being: meetings, H. D. Goddin, 
Jr., Equitable of Towa; business stand- 
ards and conservation, W. R. Gardner, 
John Hancock; by-laws and elections, 
H. W. Vaden, Guardian; finance, D. S. 
Perry, Acacia Mutual; membership, D. 
J. Doub, Northwestern Mutual; program, 
P. F. Mullinax, New York Life; war 
bonds, EK. DPD. Wilson, Mutual of New 
York, Mr. Wilson presided at an indus- 
trial armada dinner Thursday in Riech- 
mond and presented a group of movie 
stars and war heroes, He manager 
for Mutual Life of N. Y. 

Cineinnati—The members visited Cen- 
ter Farm Lake in Kentucky for the first 
annual picnic. Harry S. Pressler, John 
Hancock, chairman of the committee on 
urrangements, was master of ceremonies. 
Prizes were awarded to members of the 
winning baseball team made up of agents 
having offices in the Union Trust build- 
ing. They fought the Carew Tower team. 
Prizes were also awarded Judd C. Ben- 
general agent of Union Central, for 
being the best dressed man present, and 
R. J. Grumbine, Ohio National, for out- 
standing ball playing. 

Missouri—W,. L. Coonrod of Springfield, 
president, that as he re- 
turns from meeting the National 


is 


son, 


as soon 


of 


states 


the 


September 17, 1943 


Association of Life Underwriters at Pitts- 
burgh he will get in touch with the offi- 
cers and local association presidents to 
arrange for a mid-state meeting. 

Long Beach, Cal.—Henry W. Persons, 
agency organizer Los Angeles branch of 
Mutual Life of New York, spoke on 
“Today’s Opportunities in Life Insur- 
ance.” 

Cleveland—The first fall meeting will 
be held Sept. 28. Colonel D. Gordon 
Hunter, vice president and agency mana- 
ver of Phoenix Mutual, will speak on the 
“Global Aspects of the War.” Col. Hunter, 
now in civilian life, served in the first 
world war and has been active in the 
Connecticut National Guard. 

Austin, Tex.—Ruth Allen of the eco- 
nomic department of the University of 
Texas discussed “The Why of Social In- 


suranee.” She emphasized that people 
today are a wage earning people more 
so than at any previous period in the 
history of the United States. This has 


strengthened the recognition of the need 
for a continuance of income when wages 
cease, she said. She pointed out the fact 
that Europeans have been aware of the 
income problem much more than Ameri- 
cans for many years. 

Port Arthur, Tex.—J. L. Lawrence, San 
Antonio general agent of Lincoln Na- 
tional Life and Texas agency supervisor 
for the company, spoke on Is 


(;00d." 


“Business 


Vice President Whatley 
Recovers from Operation 
HARTFORD, CONN.—S. T. What- 


ley, vice president of Aetna Life who 
underwent a major operation late in Au- 
eust has now recovered to the point that 
he can keep in touch with his office by 
telephone from the hospital. 


Change in Texas Department 

Fred Wortham has resigned as head 
of the license division of the Texas In- 
surance Department to go with the 
general agency of Coffman, Daily & 
Aldride. Albert Boggess transfers 
from the rating division to head the li- 
cense division of the department. 


Mansur B. Oakes, well known to life 
men as founder of the R. & R. Service 
in Indianapolis, and more recently as a 
director of Taylor Publishing Company, 
recently made the initial broadcast of a 
new radio program Sunday over station 


WISH, Indianapolis. 
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KELLY HOST TO MILLIONAIRES 


I. Austin Kelly, II], manager at New 
iat 7 Fidelity Mutual Life and life 
member of the Million Dollar Round 
Table, gave a luncheon for all those 
members in New York City who had 
written and paid for at least $1,000,000 
of life insurance during 1942. Among 
those present were Daniel Auslander 
and William L. Meissel, Massachusetts 
Mutual; Harry N. Balch, John Han- 
gelman, Albert M. Otterburg and Rob- 
ert U. Redpath, Northwestern Mutual; 
|. W. Currie, Mutual Benefit; David 
Mars, Jr., Leo P. Mirsky and Charles 
H. Weiss, New England Mutual, and 
Maurice Linder, Travelers. 

V. ¥. SUPERVISORS’ PLANS 

Mans for the coming year were dis- 
cussed at the first fall meeting of the 
New York City Life Supervisors As- 
sociation. W. H. King, New England 
Mutual, chairman program committee. 
said meetings will be relatively short, 
ruling out the possibility of having panel 
discussions. The general plan will be to 
have one speaker who will give about 
a 30-minute talk. The meetings will 
stress ideas that will be helpful to mem- 
bers under present day conditions. K. 
W. Ake, New York City manager ot 
the Retail Credit Company, will be the 
October meeting speaker. In Novem- 
ber a medical man will talk on disabil- 
itv problems arising out of the war. 

Arnold Siegel, Berkshire Life, enter- 
tainment chairman, said that the associ- 
ation will hold its usual December party 
for the general agents and managers 
whose offices are represented in the as- 
sociation. It will be held at the Drug 
& Chemical Club, the exact date being 
left to the committee’s direction. 

John Rogers, Home Life of New 
York, military service committee chair- 
man, outlined plans for keeping in con- 
tact with members in the service. For 
one thing, the birth dates of all these 
men will be obtained and members will 
have an opportunity to sign birthdav 
ereeting cards at the monthly meetings. 
\ show of hands called for by the war 
efforts committee, Chairman Herman 
Reinis, Manhattan Life, disclosed that 
nearly all association members are act- 
ing as war bond salesmen. Murray 
April, Continental American, association 
president, welcomed Harold J. Cronin. 
Prude ‘ntial, back to the fold. He re- 
ceived his honorable discharge from the 
navy in June. 

GALE JOHNSTON TO SPEAK 

The New York City Life Underwrit- 
ers Association will hold its first fall 
dinner meeting Oct. 7 at Hotel Penn- 
svlvania with Gale F. Johnston. third 
vice-president of Metropolitan Life, as 
the guest speaker. : 

Mr. Johnston has been with Metro- 
politan Life, in the field and the home 
office, since 1925. In 1941 the company 


loaned him to the government to serve 
savings 


as field director of the defense s 








A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 








THE WOMAN’S BENEFIT ASSOCIATION 
Founded 1892 


A Legal Reserve Fraternal Benefit Society 


Bina West Miller 


$ Frances D. P: 
Supreme President artridge 


Supreme Secretary 
Port Huron, Michigan 








By R. B. MITCHELL 





staff of the Treasury department. He 
is now serving in an advisory capacity 
to the war finance committee and con- 
sultant to the United States Treasury. 
He is a former trustee of the National 
\ssociation of Life Underwriters. 





NEW YORK LIFE'S ‘TEAM 


The 4,309 employes and agents of the 
New York Life in New York City have 
been organized into a company team for 
the sale of war bonds during the Third 
War Loan Drive. The company will 
have 40 divisions, representing various 
departments and local branch offices, 
and will be under the direction of R. C. 
Johnson, assistant vice-president. 


LONG ISLANDERS MEET 


H. E. Davis will speak on “Rule 6— 
Don’t Take Yourself Too Seriously,” 
opening the vear’s program for the 
Long Island branch of the New York 
City Life Underwriters Association at 
the South Shore Terrace, Merrick, 
L. I., Friday. 

Mr. Davis is production manager for 
the C. B. Knight agency of Unien Cen- 
tral Life, New York City, in charge of 
full-time men. In addition to Mr. Da- 
vis, Judge L. D. Howell, chairman of 
the Nassau county war bond committee, 
will speak on the third war loan drive. 
All life agents on Long Island are in- 
vited whether or not they” are _members. 


FRATERNALS 





Contestable Period Expiry 
No Bar in Fraud Case 


Expiration of the contestable period 
does not make impossible cancellation 
of policy by the society on the ground 
of fraud, the Tennessee supreme court 
ruled in a case against Columbian Mu- 
tual Life. The certificate of James 
George, the assured, was obtained by 
}. Q. Martin, for whom George worked. 
Martin paid the premium and then after 
expiration of the contestable period 
hired two Negroes to kill George. The 
Negroes and Martin were convicted and 
executed for the crime. Columbian Mu- 
tual claimed the policy was void because 
it was contrary to public policy and was 
a wagering contract, but the administra- 
trix appointed by the state argued the 
company was liable as George was not 
in collusion with Martin in committing 
the fraud and the policy was no longer 
contestable. Lower court judgment held 
to this effect and the company appealed. 

The appellate court ruled that George 
never paid any premiums under his pol- 
icy and therefore was a donee of its ben- 
efits and it would be unconscionable to 
permit his estate to obtain the benefits 
from this felonious fraud practiced by 
Martin on the assured. It was held a 


person, ‘iiisaids innocent, cannot avail 
himself of any advantage obtained by 
the fraud of another unless there is some 
consideration moving from himself. The 
court also held that although George’s 
death occurred about three years after 
issuance of the policy, the two year stat- 
ute of limitations was not a bar for the 
fraud against the company was not con- 
summated until the assured was mur- 
dered, which was more than two years 
after the policy date. The court held it 
is not the intent of the contestable 
clause to cut off a right of action or a 
defense which did not arise for more 
than two years after the date of con- 
tract, for the statute of limitations can- 
not run against a non-existent right. 
The lower court judgment for the bene- 
ficiary was reversed. 

The decision was digested by R. F. 
Allen, general counsel Standard Life. 
secretary-treasurer law section National 
Fraternal Congress. 


Decides Disappearance Case 

The South Dakota Supreme Court 
has affirmed the lower court decision 
in Watson vs. Modern Woodmen. The 
plaintitf was beneficiary in a certificate 
Her husband disappeared from his 
home Oct. 20, 1928, while the certificate 
was in full force and although diligent 
search and inquiry were made, no trace 
of him was found. In September 1937, 
the plaintiff had received word that a 
man’s body had been found on a prairie 
some time in 1933 and after having a 
description of the body and furnishing 
a description of her husband, she ob- 
tained permission to have the body ex- 
humed. The remains tallied as well a: 
could be determined with the descrip- 
tion given by the: plaintiff. 

Modern Woodmen objected to the 
introduction of the evidence relative to 
what was found when the body was 
exhumed, but the court held that even 
though the company was not notified of 
the exhumation, it could again have the 
body exhumed if it desired to check on 
the evidence. The court held that the 
evidence as to the death of the insured 
was sufficient to warrant a verdict for 
the plaintiff. 


POLICIES 





Colonial Life Bringing 
Out Two New Forms 


Colonial Life plans to introduce two 
new policy forms during the month, 10 
payment life and double protection to 
age 65. The first plan will be available 
for ages 10 to 55 and the second for 
ages 10 to 45. At the same time in- 
creases will be made effective in indus- 
trial premium rates on other plans and 
new policy forms will be introduced. 

The new policies will contain the same 
type of war clause as ordinary policies 
issued by the company and the restric- 
tions on the additional benefits, loss of 
eyesight or limbs, disability benefit and 
accidental death benefit have been 
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changed to agree with the ordinary pol- 
icy forms. 


New Equitable ‘Society Cover 


Equitable Society has developed a 
program to offer insurance to civilians 
whose war duties require them to travel 
or temporarily reside abroad, provided 
they are employed by the government, 
or are giving full time to the war effort 
and not connected with the armed 
forces, or are connected with the armed 
ofrces in an auxiliary capacity. Insur- 
ance will be limited to ordinary life or 
higher premium forms. Extra _ pre- 
miums up to $25 will be charged ac- 
cording to location plus any occupa- 
tional or tropical or semi-tropical ex- 
tras. Applications will be considered 
from Equitable agents only. 


ACCIDENT 


Home Indemnity 
Will Use Schedule 
Type of Policy 


NEW YORK—In embarking on its 
personal accident insurance program 
Home Indemnity will use a schedule 
type of policy, thereby eliminating the 
need for a number of different policies 
to obtain all the various combinations of 
coverage. It will use the ‘accidental 
bodily injury” insuring clause. Lifetime 
coverage will be provided under the total 
disability feature. 

The policy form will show the follow- 
ing five coverages, from which the ap- 
plicant may make his selections: 

1. Blanket medical reimbursement, 
from $500 to $2,000. 

Total disability, up to $100 a week. 

3. Partial disability, 50% of the total 
disability. 

4, Specified medical indemnities, which 
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may be elected in lieu of blanket med- 
ical indemnity, based on amount of total 
disability carried, amount payable for 
each week in the hospital being the same 
as that payable per week for total dis- 
ability. 

Accidental death. 


Elective Waiting Periods 


Under the weekly indemnity there is 
provision for waiting periods of one, 
two, or four weeks as the applicant may 
elect. Double indemnity may be pur- 
chased covering the weekly indemnity 
and the death benefit. 

An unusual feature will be a depend- 
ent benefit rider. In states which permit 
its use the applicant may include a pro- 

vision extending the blanket medical re- 
imbursement feature to his wife. The 
cost of this is $11 a year for the first 
$500. While Home Indemnity is not 
joining the Bureau of Personal Accident 
& Health Underwriters, it will use the 
bureau classification manual. Rates are 
still in the process of being developed. 
The policy can be made to cover non- 
occupational accidents where this feature 
is desired. 


Corby Experienced Man 


F. T. Corby, manager of the personal 
accident department, will handle not 
only underwriting and production but also 
claims. His extensive experience in the 
accident and health field includes a num- 
ber of years of claim work. Mr. Corby 
began with the Royal group in New 
York, handling personal accident claims 
in the metropolitan New York area for 
five years. He was for three years in 
the home office underwriting department 
of the London-Phoenix group, for 1% 
years in production work for Phoenix 
Indemnity in New York metropolitan 
territory and 3% years as manager of 
the personal accident department of 
Conkling, Price & Webb, Chicago, han- 
dling underwriting, production and 
claims for the entire state of Illinois. 


Ohio Department Rules 
on Limited Policies 


J. R. Crabbe, superintendent Ohio in- 
surance department, in a bulletin to all 
life and casualty companies writing 
health and accident insurance discussed 
the provisions of the Ohio law regard- 
ing limited accident and health agents 
and solicitors licenses which become ef- 
fective Sept. 20. No agent or solicitor 
having the limited accident and health 
license will have the power to write any 
kind of insurance except that coverage. 
The law also contains a penalty for a 
company if any other business is ac- 
cepted from an agent having only the 
accident and health license. The bulle- 
tin says the rigid penalties which apply 
only to the use of the new limited license 
will be strictly enforced by the insurance 
department. 


Manual Available 


The department has issued a new ac- 
cident and health manual which may be 
secured from the superintendent. This 
manual contains the questions which 
will be used in the examination. The 
price is 20 cents per copy. Requests 
for this type of license must be upon a 
new accident and health requisition form 
which is to be accompanied by an appli- 

cation sometimes referred to as “state- 
ment of applicant” form, which are now 
used for life, or casualty agents or soli- 
citors as the case may be. All appli- 
cants for the new limited license will be 
required to pass an examination, except 
persons previously qualified for a life or 
casualty license. 


Temporary Coast Guard 
Reservists Grow Concerned 
About Their A. & H. Cover 


Members of the temporary coast 
guard reserve in various parts of the 
country have become concerned about 
the effect of their service upon their 
personal accident coverage. It is known 
that when one such reservist died on 
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the members of the organization 
his family. 

insurers whose 
war exclusion 
general. letter 


duty, 
took up a a for 

Most of the A. & H. 
policies contained a 
clause, by means of a 
modified that exclusion on a year to 
year basis providing that assured ‘while 
in any military or naval service (except- 
ing the aviation services) and while on 
land within the bounds of the 48 states 
or the District of Columbia will be con- 
sidered as covered to the same extent 
as though they had not entered such 
service. This concession shall not ap- 
ply to injuries sustained by reason of 
enemy invasion or bombardment. No 
payment shall be made under the dou- 
ble indemnity provision, if any in the 
policy, for any loss for which claim is 
paid under this extension of coverage.’ 

It is pertinent that under the terms 
of this modification accidents occurring 
on water would not be covered and 
much of the temporary coast guard re- 
servists’ work consists of shore and 
river patrol and guard service on mer- 
chant ships. Despite the fact that to be 
covered the accident must occur “on 
land” doubtless many insurers would 
recognize at least certain types of acci- 
dents suffered by temporary reservists 
at sea but these men would like to feel 
confident that they are protected in the 
event of injury or death, for accidents 
while on duty regardless of the circum- 
stances. 

Mark Campbell, western marine man- 
ager of Automobile of the Aetna Life 
group, a member of the Chicago tem- 
porary coast guard reserve, was in- 
structed by that organization to look 
into the question. He got several bids 
from accident insurers that are willing 
to issue policies to the reservists that 
would give protection in line of duty, 
but he would prefer to get a commit- 
ment from the companies with which 
the reservists have their accident poli- 
cies, to construe accidents occurring 
while in coast guard duty on water as 
covered. 


Chicago Group’s Meeting 


At the first fall meeting of the Chicago 
Accident & Health Association, Wednes- 
day, Roy Jackson of W. A. Alexander 
& Co., vice-president of the association, 
told about the National association con- 
vention in Pittsburgh. Three new direc- 
tors were elected. 


O’Connor Dishes ‘Thres Talks 


E. H. O’Connor, executive director of 
the Insurance Economics Society, made 
three talks on social security this week, 
Monday to life, fire and casualty repre- 
sentatives at Atlanta with Wiley L. 
Moore, chairman of the Georgia section 
of the society in charge; Tuesday at the 
chamber of commerce, Jacksonville, 
Fla., which was broadcast over a state 
wide hookup, and Thursday at the Lou- 
isiana Insurers Conference in New Or- 
leans on ‘What Price Social Security?” 


Virginia Charges Dismissed 

The’ Virginia corporation commission 
dismissed charges brought under the 
Virginia resident agents’ act against 
Aetna Life, Connecticut General Life, 
Continental Casualty, Massachusetts 
3onding, Massachusetts Protective and 
Paul Revere Life. The charges were in 
connection with accident and_ health 
business done entirely in the District of 
Columbia on lives of those who live in 
Virginia. The Virginia commission 
agreed with the companies that the busi- 
ness was District of Columbia business 
and hence the charges were dismissed. 


Agent's Licenses Revoked 
LOS ANGELES—Licenses of H. L. 


Burge, life and disability agent, have 
been revoked by the insurance depart- 
ment for violations of the insurance 
code. It was charged he retained money 
collected on policies and misrepresented 
facts to a prospective policyholder and 
was irresponsible. 


The Unique Manual-Digest gives 
“everything you need on a case.” $5 from 
National Underwriter. 


RECORDS 


AGENCY NEWS 





National Vt.—Whatever may be the 
post-war plans of the United Nations, 
Americans as individuals are doing their 
own post-war planning. This is indi- 
cated by the increasing sales of life 
insurance. The National Life, doing 
business in 38 states, has for six months 
shown sales of new in- 


in a row now 

surance greater than the same six 
months in 1942. The plus sign for 
August was one of the highest yet, 


49.21%, which makes sales for the eight 
months of this year approximately 10% 
ahead of the same period of 1942. The 
insurance in force has increased during 
the past eight months by $16,570,818, 
to $631,559,374. 

Franklin Life August Record — 
According to the August figures the 
company completed one of the most 
successful months in its history, despite 
the fact that August is traditionally ac- 
cepted as a dull month in insurance. 
New business received totalled $4,306,- 
540, which is an increase of 130% over 
August, 1942. 

The August report also shows that 
new issued business for the month 
amounted to $3,411,209 increase or 119% 
over last August. The business for the 
year to date is already $7,184,464 ahead 
of the same period last year. Total in- 
surance now in force amounts to more 
than $2,400,000,000 a gain of $9,000,000, 
during the past eight months of this 
year. 

In keeping with the policy to invest a 
major portion of its income in War 
Bonds, President Becker announced 
earlier in the month that the Franklin 
had submitted its subscription for $2,- 
500,000 of bonds to the Third War Loan 
drive. 

E. K. McKinney, president Jefferson 
Life, Indianapolis, announced applica- 
tions received up to July 31 are 20% 
ahead of that date last year. 


Jack Wiseman, manager of the Frank- 


lin Life at St. Louis, advises that his 
agency led the company last year and 
is again leader so far this year. It paid 


for more business the first eight months 
of 1943 than it did all of last year. The 
increase in production is about 60%. 

W. S. Vogel, Newark general agent, 
Columbian National Life.—Qualified for 
the 16th time for “Star Producers’ Club” 
and becomes its president and secretary. 
He becomes president through his large 
volume of personal business and secre- 
tary for being the first to qualify. His 
agency ranked first in August. 

Charles G. Bloomingdale, Marion, O., 
agency Ohio State Life—has completed 
4100 weeks consecutive weekly produc- 
tion, most of this business being written 
in rural districts. 


Takes Issue with Critic 
of Companies’ Campaign 


There is no conflict between the prin- 
ciples in the anti-inflation advertising 
campaign conducted by life companies 
and those involved in the Bridges-Good- 
win bill to permit deduction of insur- 
ance premiums from income tax returns, 
Marion S. Clark, of Capper Publications 
asserted in a letter to “Advertising Age” 
in answer to one from Allen M. Ames, 
of Ames & Norr, who said the cam- 
paign by insurance companies in behalf 
of the Bridges bill, coming on top of 
the anti-inflation ad drive, was a classic 
example of “bad timing.” 


Nothing Inconsistent 


“The question | of timing aside,” re- 
plied Mr. Clark, “there really is no con- 
flict, or even inconsistency, in the two 
ideas ‘Pay willingly your share of taxes 
—even increased taxes—that your coun- 
try needs, and that implicit in the 
Bridges-Goodwin bill. . . . Both of these 
proposals are ‘beamed’ at the individual 
as recipient of income, but the former 
is directed at those receiving unusual 
or increased income, while the purpose 
of the latter is to relieve the stress on 
the group. whose income is either fixed 
or decreasing.” 


J. M. Royer Agency Holds 
Annual Conference 


Seventeen members of the James M, 
Royer agency of Penn Mutual Life in 
Chicago, met at St. Charles, Ill, for a 
two-day agency conference. Agency 
plans for the last quarter were dis- 
cussed in detail. 

Mr. Royer reported that the agency 
had an 86% gain in paid volume in 
August over August, 1942, and shows 
an increase of 124%4% in paid volume for 
the year. Robert Lotz led the agency 
for the eight months in paid lives and 
paid volume. 

The entire meeting, in charge of Mr. 
Royer, closed with a banquet. Mr. Lotz, 
a member of the agency, gave a magic 
show. 

Mr. Royer read a letter from William 
Thurow, agency manager, who is now 
in the army. Mr. Thurow wrote: 

“From 7:30 to 8:00 I have setting-up 
exercises and from 8:00 to 12:00 we 
have four Monday morning meetings 
and this goes on day after day. In the 
afternoon, starting at 12:50 (I have 50 
minutes for lunch) we drill in the field 
until 2:00 and from 2:00 to 3:00 we have 
another Monday morning meeting and 
then another hour of special drill, gas 
mask, grenade throwing, etc. Actually, 
with all the marching and special drills, 
I figure I make 120 calls, 75 interviews 
and 50 sales talks, but no sales, as I 
can’t seem to get the sergeant to ex- 
cuse me from drill.” 








Disability from Assured’s 
Excesses Not Covered 


LANSING, MICH.—Permanent dis- 
ability benefits may not be collected 


under an insurance policy when the al- 
leged disability results entirely from the 


assured’s own excesses, the Michigan 
supreme court, held in setting aside a 


$27,400 judgment against Sun Life of 
Canada. 

Suit was brought by John W. Gaines 
as guardian of the estate of Claude B. 
Gaines on two life and disability polli- 
cies of $10,000 and $15,000. The assured 
was an eye, ear, nose and throat special- 
ist in Detroit, taking out the policies 
in 1928, when he was making a large 
income. He failed to pay premiums 
from 1935 on. The company contended 
that premium payments already made 
should apply only to etxended term life 
coverage and that no permanent dis- 
ability benefits were due. 

Plaintiff admitted the assured was dis- 
abled from the constant and excessive 
use of intoxicants and drugs, contend- 
ing the disability was also the cause of 
lapsing the policies through failure to 
pay premiums. 

Justice WV iest in his opinion stated 
there is “no such thing as latent in- 
ebriety” and the causes of disability 
were not such as to come within scope 
of the contract. It was further noted 
that the assured had earned some in- 
come during years subsequent to lapsa- 
tion of the policy, disproving the con- 
tention of total disability. The supreme 
court held that the trial court should 
have directed a verdict for the insur- 
ance company. 


Crabbe Buys War Bonds 


Superintendent Crabbe of Ohio has 
subscribed for $350,000 of U. S. Treas- 
ury Bonds being issued in connection 
with the third war loan drive. The 
funds constitute a considerable portion 
of the deposit made with the superin- 
tendent by Fidelity Assurance of Wheel- 
ing, W. Va., now in liquidation. The 
investment was made by authority of an 
order of the Franklin county common 
pleas court. He stated funds used in 
the purchase represent proceeds from 
sale of corporate and municipal bonds 
which were disposed of under favorable 
market conditions considerably above 
par. 


‘ 
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Life Insurance's Aid to 
War Effort Summarized 


LOS ANGELES—A comprehensive 
summary of how life insurance is aiding 
the war effort is contained in a letter 
which W. M. Rothaermel, vice-president 
Pacific Mutual Life, wrote to a person 
objecting to continuing life insurance 
sales promotion during wartime on the 
ground that it diverts manpower from 
the war effort. sane 

“First, we feel that the sale of life in- 
surance as an unusual savings plan is a 
direct contribution to the war effort,’ 
Mr. Rothaermel stated. “This is fur- 
ther substantiated by the recent ruling 
of Paul V. McNutt, chairman of the 
War Manpower Commission. 

“Second, Secretary of the Treasury 
Morgenthau has praised the life insur- 
ance industry for its contribution in the 
war effort by the installation of a large 
number of salary savings units for the 
sale of war bonds and only recently has 
asked American life insurance to join 
in a cooperative effort to endeavor to 
halt inflation by recommending the in- 
creased sale of life insurance. 


Government Approval 


“The third point is that the govern- 
ment has given its stamp of approval on 
life insurance—first in World War I 
when it offered $10,000 of government 
insurance to men entering the armed 
forces and in World War II where 
again $10,000 is available under the war 
service act. 

“Our feeling in this matter is further 
confirmed in a recent statement by a 
former Democratic congressman from 
Indiana and a Rotarian. Samuel B. 
Pettengill, who said, ‘First buy war 
bonds and at the same time buy life in- 
surance because through life insurance 
you protect the country, protect your- 
self and your family.’ 

“However, the contribution of life in- 
surance and life insurance selling to the 
war effort goes far beyond that. We 
are engaged in an all-out war. The 
armed forces are the combined assets of 
these nations, represented by the com- 
bined individual contributions of all the 
people. Therefore, a man, a woman, or 
a child is either an asset or a liability 
toward the total all-out war effort. 


Preserves Nation’s Assets 


“A man cannot be an asset if he dies, 
gets hurt, becomes sick, or grows old 
and presents an economic problem to 
his family, friends, or city, county, state 
or national charities. A man cannot be 
an asset if by reason of any of these 
four hazards—death, sickness, accident, 
or old age—subscriptions to war bonds 
are cancelled or turned in to pay fu- 
neral expenses, doctor bills, or to pro- 
vide an income for the person in old 
age because proper provision had not 
been made through life insurance. 

“What are we fighting for? The 
American way of life. This is made 
possible through the American home. 
Today the American home is second to 
none in the world—and life insurance 
has made its big contribution to this 
fact, and every additional dollar of life 
insurance protection makes the Ameri- 


can home a better home to come 
back to. 


Big Morale Factor 


“Life insurance is a big morale fac- 
tor. Because the United States has 
about 80% of the total life insurance in 
force in the world, our American boys 
make better soldiers, better fighters. 
They know that because of American 
life insurance their homes are better 


protected and their loved ones will be 
taken care of in case they should be 
called upon to make the supreme sacri- 
fice. 

“Under today’s conditions life insur- 
ance premium dollars are four way dol- 
lars: 

“First, they are helping to win the 
war on the battle fronts because life in- 
surance premium dollars—both new and 
renewal—are being poured into govern- 
ment bonds and into war industries to 
help build the tanks, the planes, the bat- 
tleships, and to furnish the munition and 
equipment to far flung battle lines. 


Security from Within 


“Second, life insurance premium dol- 
lars are helping to make the nation se- 
cure from within by making the 
American home more safe and secure— 
and a nation is only as strong as its 
homes are secure. 

“Third, life insurance premium dol- 
lars are anti-inflation dollars. They are 








the financial cushion which may be 
necessary if there is a post-war depres- 
sion. In the previous depression life in- 
surance dollars saved many a home, 
many a business, and helped many an 
individual to carry on because he had 
that little nest egg of safety and secur- 


ty. 

“Fourth, life insurance premium dol- 
lars are anti-inflation dollars because 
they are siphoning off some of the sur- 
plus earnings—and life insurance pre- 
mium dollars are not in competition 
with consumer goods which causes 
spiraling prices. 


Vital and Essential 


“We feel that it is not necessary that 
everyone wear a uniform or work in a 
war plant to contribute to the war ef- 
fort. We feel that our representatives 
are engaged in a vital and essential war 
effort when they contact good Ameri- 
can citizens like yourself and persuade 
them to increase their asset value to the 
nation now engaged in an all-out war. 

“We feel deeply, sincerely, and con- 
scientiously that our sales efforts are not 
manpower diverted from the war effort 
but on the other hand a very direct and 
tangible contribution.” 





Telephone Used Effectively 


in 


Getting Insurance Interviews 


Sam Morris of the Connecticut Mu- 
tual Life, in a recent talk at St. Louis, 
spoke of the telephone approach to 
prospects: 

“Let me give you some actual facts 
and figures, and perhaps then some of 
you may be somewhat convinced this 
profession of ours can be a success, 
minimizing our turnover of men, who, 
peculiar as it may seem, actually want 
to be successful. 

“In 1932 I entered the industrial 
business (perhaps I didn’t know the 
ordinary branch was a separate and dis- 
tinct part of the business) with the 
Metropolitan Life in the Back Bay dis- 
trict at Boston. There I remained, 
with collection book and a debit. I 
was, like many of you, another agent 
in the life insurance business, new busi- 
ness, new business, new business, that’s 
all I ever heard. It became a part 
of me. 


Where Was New Business? 


“But after a few days, I began to 
wonder where and how was I to get 
this new business, each day, each week. 
Several plans and ideas were given to 
me. I used them, with varying success, 
until I formulated my own, and that 
proved to be the best. Six years of 
this, when one day I found myself in 
the ordinary branch of the business, 
selling life insurance. 

“Then, again, a problem arose, vital 
in its aspect, so important and vast in 
its scope I couldn’t stop inquiring 
about it. It’s the same question asked 
of me so many, many times. How do 
you obtain your prospects and continue 
to do so? It seemed to apply to me 
more so because I knew no one here, 
no influential people. Then it was 
asked, ‘Is it that you see so many peo- 
ple’ ‘and does the law of average take 
care of the situation.’ 


Law of Average Plays No Part 


“At this very important point I def- 
initely and emphatically say—and I 
have said the same thing for two years: 
‘The law of average plays no part what- 
soever in the success or future of an 
insurance agent.’ Making a great num- 
ber of calls each day, tired, disap- 
pointed and discouraged, run good men 


out of this business. I do not make a 
call spasmodically or attempt to catch 
a prospect unaware. 

“Every call I make, especially my 
first call, is made by ’phone. Believing 
always that to be successful in this 
business of ours we must uphold its 
very foundation of sincerity of purpose 
to the public, placing ourselves and the 
product upon the level of the law pro- 
fession or medical profession, then it 
genuinely warrants undivided attention. 
So many of us are wont to drift at 
times, that we overlook ideas given to 
us by our home offices. So many ideas 
can be cultivated and here is one I be- 
lieve I have cultivated. 


Asks for Information 


“My home office offered to its field 
force a plan, whereby if they would 
submit name and address, they would 
send to that person a letter upon any 
subject you felt would and should at- 
tract his or her attention: Family in- 
come, retirement income, educational, 
mortgage, or endowment for women. 
The letter is short and to the point in 
question, but here is the additional at- 
traction. Enclosed with the letter is a 
card and a self-addressed envelope pro- 
vided for name, date of birth and busi- 
ness address. The purpose of the busi- 
ness address, rather than the residence 
address, was to give us the opportunity 
of making our calls in the daytime and 
of course give us some idea of his 
classification as far as risk. 

“I submit 10 names each week. In 
about 10 days, I receive from the home 
office a card, name and address of the 
persons to whom letters were sent and 
the date sent out. These cards usually 
arrive Thursday and that day is set 
aside for arranging my appointments 
by use of telephone and completing 
names for the following week, before 
the prospect has an opportunity of dis- 
carding the letter, and it is still fresh in 
his mind. 


Use of the Telephone 


“It has become such a usual practice 
the operator knows of my intentions. 
Immediately upon concluding a call, 
she requests the next number, thereby 
eliminating the loss of time. Making 


10 calls usually takes about 20 minutes. 
This business of telephone use is, 
firmly believe, one that can be easily 
cultivated and very successfully. I 
would advise you emphatically to re- 
member a few very important Dont’s. 
Above all, control your temper. Don’t 
shout—rather hold your voice upon an 
even keel. Talk distinctly and always 
to the point. (You may be interrupt- 
ing an important conference). Don’t 
evade your purpose, and, finally, don’t 
slam the receiver. It sounds like slam- 
ming a door and forever. Leave a 
good impression, regardless of the re- 
sults. It helps both you and the com- 
pany you represent. 


Approach That Is Used 


“The conversation never varies: ‘Mr. 
Prospect, this is Mr. Morris of the Con- 
necticut Mutual Life, I understand my 
company has recently written you a let- 
ter, and I wonder if I may have the 
privilege of seeing you for a few mo- 
ments relative to this.’ So, you see, it 
is concise and definitely to the point. 
He knows what I want to see him 
about, and his appointment granted to 
me will be expected to be on the sub- 
ject of life insurance. 

“This is the usual result from 10 
names: One may be out of town. Two 
or three don’t want any insurance, don’t 
want to discuss the subject, but may 
send the enclosed card which will at 
least offer an opportunity to meet them. 
Five or six will definitely make an ap- 
pointment at their specified time to dis- 
cuss the problem. 

_ “So, you see, it is a plan worth try- 
ing and, believe me, it’s grand to know 
where you are going.” 





Beneficiary Change Is 
Held Effectuated Even 
Though Not Endorsed 


A change of beneficiary under annuity 
contracts has been held by the federal 
court for the southern district of New 
York to have been effectuated even 
though the insurer, Equitable Society, 
had not endorsed the changes on the 
contract by the time of the annuitant’s 
death. The annuitant had requested the 
change by letter and had executed cer- 
tain forms provided by Equitable. The 
court held that the endorsement was for 
the benefit and protection of the insurer 
and that by bringing an interpleader suit 
Equitable had waived such provision. 

Kate M. Burwell bought two refund 
annuities, paying $10,000 for one and 
$11,000 for the other. Originally two 
sisters, Frances McNab and Mildred M. 
Blair were named as primary bene- 
ficiaries of one contract and Paul Bur- 
well, the annuitant’s son, was named as 
secondary beneficiary. In the other, her 
husband G. A. Burwell, was primary 
beneficiary and certain nieces and grand 
nieces were secondary beneficiaries. 
About seven weeks before her death in 
1940, the annuitant proceeded to effect a 
change in beneficiaries, whereunder one 
sister was to be primary beneficiary 
under one contract and the other sister 
the primary under the other. Paul Bur- 
well was to be secondary beneficiary 
under both. 

The court held that Frances McNab, 
who survived the annuitant but is now 
deceased is entitled to the balance of the 
fund of one contract to the exclusion of 
Paul Burwell and that Mildred M. Blair 
is entitled to monthly payment to the 
exclusion of Paul Burwell. 

Alexander & Green and W. G. H. 
Acheson represented Equitable. J. R. 
O’Reilly acted for Paul Burwell. W. W. 
Shaw was lawyer for G. A. Burwell and 
Tradesmen’s Bank & Trust Co., and 
Humes, Buck Smith & Stowell and K. 
Manley represented Mildred Blair. 
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Claim Association 
Studies Problems of 
War, Elects DeWitt 


«(CONTINUED FROM PAGE 3) 


stands in sharp contrast to the destruc- 
tiveness and economic waste of war. 
The present turmoil throws a sharp duty 
on insurance companies to handle their 
claim problems promptly and equitably, 
even though they are now more com- 
plex than ever. 

Whether insurance men like it or not, 
Mr. Hein said, they must now think and 
act in terms of national and interna- 
tional conditions. Many old practices 
must be discarded and no individual or 
corporation can go about his or its busi- 
ness in disregard of what the rest of the 
business world is doing. They must rec- 
ognize and willingly comply with the re- 
strictions of war for the common good, 
but they must take care not to permit 
the corner stones of freedom to be de- 
stroyed under the stress of emergency. 


Draft Director on Program 


Col. Paul G. Armstrong, Illinois di- 
rector of selective service, said the coun- 
try is facing its most critical situation in 
the proper allocation of manpower. The 
crux of the situation, he said, is that 
the total number of people needed in the 
armed forces, industry and agriculture 
is about 20,000,000 more than it was 
three years ago. Emphasizing that se- 
lective service and manpower authori- 
ties have nothing to do with the size of 
the armed forces, he said fathers will 
have to be called for service and in his 
personal opinion Congress will not cut 
the size of the armed forces. He did 
not, however, offer any estimate of the 
proportion of registrants with children 
who will be called, but said that every 
possible consideration would be given 
to the proper classification of regis- 
trants. He also expressed great sym- 
pathy for the insurance business, say- 
ing that while it has not been listed as 
“essential” in official bulletins, it is es- 
sential to the economic well-being of 


the country and is a contributing factor 
to the stability of the nation in critical 
times. 

Col. Armstrong urged everyone to do 


his part by working a little harder when 
an associate is called. He said absen- 
teeism and slackness in industry is now 
the most serious problem and that it 
could be fatal to let down now, when 
victory is in sight. The German occu- 
pation of Rome and northern Italy may 
be a good thing for the state of mind of 
the country, he said, as our forces 
would have to fight the Germans any- 
how and an immediate clash may help 
dispel illusions that the war is over. 
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Pointing out that there were 23,000 cas- 
ualties on Nov. 10, 1918, he said that 
every day slackness unduly prolongs the 
war will be paid for in human lite. 


During the past year, thirteen new 
companies have joined the association 
and none have withdrawn. The new 
members are Beneficial Life, Country 
Life, Farmers & Bankers Life, Girard 
Life, International Travelers of Dallas, 
Maccabees, Monumental Life, North 
American Life, Northwestern National 
Life, Peoples Life, Southwestern Life, 
Sun Life of America and Woodmen of 
the World. 


F, L. Templeman, accident and health 
manager, Maryland Casualty, who has 


been treasurer of the organization al- 
most since it was founded, reported 
finances in excellent condition. Mr. 


Templeman_ has missed only one meet- 


ing of the International Claim Associa- 
tion and that because of illness. 
The war time flavor of the meeting 


was emphasized by the invocation being 
given by a chaplain, Lieut. N. B. Holmes 
of the navy. The afternoon session was 
to seminars. 


given over 
Past President Grant Talks 
W. T. Grant, Kansas City, president 


Business Men’s Assurance, was a sur- 
prise speaker at the opening session, He 
was president of the International 
Claim Association 25 years ago, during 
another war, and attended the meeting 
while en route to Washington for a 
meeting of directors of the insurance di- 
vision of the United States Chamber of 
Commerce. He traced the growth of 
the association and of insurance, saying 
the principal danger now is that insur- 
ance has become so widespread that 
politicians are seeking to take it over. 
He urged the members, now that they 
have sold the public on insurance, to 
work to convince people that private in- 
dustry can handle it better. 


Life Companies Get 
Behind Bond Drive 


(CONTINUED FROM PAGE 1) 

With Cecil Wood, Chattanooga, presi- 
dent Volunteer State Life, as state chair- 
man, and E. Tom Proctor, Northwestern 
Mutual, Nashville, as chairman in Nash- 
ville and Davidson county and of the 
insurance division for the whole state, 
life agents are making themselves felt 
in the war bond drive in Tennessee. 
Life companies have made an aggregate 
purchase of $6,500,000. Against a quota 
of $2,000,000, self-assigned to Negroes of 
the state, Dr. J. E. Walker, president, an- 
nounced purchase of $100,000 by Uni- 
versal Life of Memphis. 

Oregon Mutual Life subscribed $2,- 
000,000 to the third war loan and “ear- 
marked” its purchase for a liberty ship. 
In each of the three war loan drives the 
company’s purchase exceeded $1,000,000. 

Franklin Life will purchase $2,500,000 
war bonds this month, the largest 
single purchase yet subscribed to by the 
company. -This will increase total gov- 
ernment bonds owned to over $10,000,- 
000. 

The committee on finance of National 
Life voted to purchase $1,500,000 of 


government 244% bonds of 1964-9. Na- 
tional also rr to exchange for gOv- 
ernment bonds $500,000 of 344% gov- 


ernment bonds called for payment Oc- 
tober 15. Since Pearl Harbor National 
has purchased $9,240,000 of government 
bonds and $27,644,544 of Title VI FHA 
insured mortgage loans, thus bringing to 
$36,884,544 the amount of its funds di- 
rectly invested to aid the war effort. 
Franklin Life is purchasing $2,500,000 
of war bonds this month in cooperation 
with the third war loan drive. This is 
the largest single purchase yet sub- 
scribed to by Franklin. This purchase 
brings the total of government bonds 
owned by Franklin to over $10,000,000. 


EQUITABLE BUYS LARGE BLOCK 
NEW YORK—Equitable Society 


purchased $225 million of bonds in 


has 
the 


Increased Work 


Is Needed for 
Health Activities 


L. H. Pink, former New York insur- 
ance superintendent and now president 
of the Associated Hospital Service of 
New York City, in speaking of civilian 
health problems created by the war, in 
an address at Buffalo for the Blue Cross 
Hospital Service plans, said in regard to 
civilian health: 


General Health Good 


“It is too early to appraise accurately 

= effect. of the war upon civilian 

1ealth. But there is every indication 
oe purposeful activity and fuller em- 
ployment have lessened nervous disor- 
ders, and improved the general health. 
Suicides have decreased. Epidemics 
may come and destroy the picture, but 
so far we have been spared. We must 
make every effort to cooperate with 
other nations in stopping epidemics at 
their sources, for once started theré may 
be no way of halting them. 

“The need for increase public health 
education is evident. People are not yet 
fully aware of the opportunities or the 
promise of preventive medicine. Yet a 
wholesome public interest in health mat- 
ters and in securing medical and hospital 
protection is indicated by the rapid 
growth of the 77 Blue Cross hospital 
plans, and by the widespread discussion 
of medical prepayment plans. 


Physicians Should Cooperate 


“We should try to rectify the health 
defects of the millions of rejectees. The 
policy of referring all tuberculous cases 
to the draft boards and public health au- 
thorities, so that these men may get in 
touch with their physicians, should be 
extended to other diseases and defects. 
Now that the defects have been discov- 
ered, something should be done about it. 

“Tt should be possible also for the 
physicians in military service who have 
not been called to the front, but are 
stationed at camps and_ base hospitals 
within the country, to give some of their 
time to the care of rejectees and the 
public, particularly in those neighbor- 
hoods where the draining off of medical 
men causes a serious shortage. Many 
drafted physicians in this country have 
complained because their services have 
not been fully utilized: such a program 
would use their time and their skills to 
better advantage. If this is not feas- 
ible, some arrangement should be made 
whereby the correction of minor defects 
in draft rejectees should be undertaken 
under the supervision of the public 
health service, with the cooperation of 
the local medical profession. 


government’s third war loan drive. This 
brings the total United States govern- 
ment securities purchased by the Equi- 
table from the Treasury since Jan. 1 of 
this year to $385,850,000, which far ex- 
ceeds the $220 million received as pre- 
miums from its policyholders during the 
same period. 
NATIONAL LIFE'’S PURCHASE 
MONTPELIER, VT.—E. S. Brig- 
ham, president of the National Life, an- 
nounces that it will purchase $1,500,000 
of the United States government 244% 
bonds of 1964-9. Mr. Brigham also 
stated that the committee on finance 
plans to exchange for government bonds 
$500,000 of 344% government bonds 


called for payment Oct. 15. 

Since Pearl Harbor it has purchased 
$9,240,000 of government bonds and 
$27,644,544 of Title VI FHA insured 
mortgage loans, thus bringing to $36,- 
884,544 the amount of its funds di- 
rectly invested to aid the war effort. 


The Institute of Life Insurance has 
published 24-page booklet which pre- 
sents in visual form, supplemented with 
brief descriptions, some of the highlights 
of the institute activities made possible 
by member companies. 


September 17, 
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A veteran life insurance agent was asked by 








QV INCE Dec. 7, 1941, U. S. life insurance a young colleague: 

agents have made one of the most impressive 
and valuable contributions of the country’s entire “Why do you place so much emphasis on 
war effort. In co-operation with labor, manage- service calls? Are they really worth-while? 


ment and other groups, life agents have initiated Do your policyholders appreciate them? 


payroll savings plans for the purchase of War 





Bonds, in over 78,000 firms, covering 15,000,000 The veteran’s reply was brief but pointed. 
workers, and accounting for five billion dollars 

7 worth of bonds! “They certainly do, and so do I.” 
Moreover, in addition to this voluntary contribu- “You? Why?” 


tion, life men are increasing their own business 
i week by week. And a large percentage of their “Because my policyholders are the best pros- 
premium dollars also is invested in War Bonds! pects I have. I’ve already convinced them 


J 


of the value of protection.” 
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Ce Bond Selling Responsibilities Double! 


Starting September 9th, your Government will conduct the 
greatest drive for dollars from individuals in the history of the 


world—the 3rd War Loan. 


This money, to finance the invasion phase of the war, must 
come in large part from individuals on payrolls. 


Right here’s where YOUR bond selling responsibilities 
DOUBLE! 


For this extra money must be raised in addition to keeping the 
already established Pay Roll Allotment Plan steadily climbing. 
At the same time, every individual on Pay Roll Allotment 
must be urged to dig deep into his pocket to buy extra bonds, 
in order to play his full part in the 3rd War Loan. 


Your now doubled duties call for these two steps: 
1. If you are in charge of your Pay Roll Plan, check up on 


it at once—or see that whoever is in charge, does so. See 
that it is hitting on all cylinders—and heep it climbing! Sharply 


increased Pay Roll percentages are the best warranty of sufh- 
cient post war purchasing power to keep the nation’s plants 
(and yours) busy. 


2. In the 3rd War Loan, every individual on the Pay Roll 
Plan will be asked to put an extra two weeks salary into War 
Bonds—over and above his regular allotment. Appoint your- 
self as one of the salesmen—and see that this sales force has 
every opportunity to do a real selling job. The sale of these 
extra bonds cuts the inflationary gap and builds added post- 
war purchasing power. ; 


Financing this war is a tremendous task—but 130,000,000 
Americans are going to see it through 100%! This is their own 
best individual opportunity to share in winning the war. The 
more frequently and more intelligently this sales story is told, 
the better the average citizen can be made to understand the 
wisdom of turning every available loose dollar into the finest 
and safest investment in the world—United States War Bonds. 


BACK THE ATTACK t With War Bonds! 


This space is a contribution to victory today and sound business tomorrow by 


HeNATIONAL UNDERWRITER 








